Underwood  Elliott  Fisher  Always  Leads  ALL-Ways 


SIX  HONEST  SERVING  MEN 

I  keep  six  honest  serving  men 
(They  taught  me  all  I  know) 

Their  names  are  What  and  Where  and  When 
And  How  and  Why  and  Who. 

—KIPLING’S  “Reporter” 

THE  above  verse  has  been  pasted  in  my  hat,  figuratively  speaking, 
for  lo!  these  many  years.  What,  where,  when,  how,  why  and  who 
are  the  editor’s  stock  in  trade.  Omit  one  of  them  from  your  account  of 
a  happening  and  your  story  is  incomplete. 

It  seems  to  me  that  every  salesman  could  well  afford  to  carry  these 
six  honest  serving  men  along  with  him  every  day  when  he  sets  out  to 
make  his  rounds. 

Servant  WHAT  will  remind  you  of  the  importance  of  knowing 
what  you  are  selling.  He  will  have  you  poring  over  reproduced 
installations,  sales  manuals  and  sales  literature.  When  a  prospect 
inquires,  “What  will  your  machine  do?"  you  will  know  all  the 
answers. 

Servant  WHERE  will  help  you  plan  your  daily  itinerary.  He  will 
save  you  precious  hours  of  meaningless  travel.  After  each  call  he  will 
tell  you  where  you  are  to  go  next. 

Servant  WHEN  will  be  your  clock  and  your  calendar.  He  will  keep 
track  of  your  appointments  and  see  that  you  don’t  keep  prospects 
waiting.  Moreover,  he  will  tell  you  the  best  day  in  the  week  or  the 
best  month  in  the  year  to  see  certain  prospects. 

Servant  HOW  will  help  you  plan  your  approach  and  your  sales 
strategy  by  finding  out  how  to  see  the  right  man,  how  to  present 
your  story  and  how  to  forestall  competition. 

Servant  WHV  is  a  heckler.  He'll  ask  you:  “Why  do  it  at  all?” 
“Why  do  it  now?”  “Why  do  it  this  way?”  In  other  words  he’ll  knock 
all  the  speciousness  out  of  your  sales  talk.  He’ll  make  you  get  down 
to  brass  tacks  and  talk  to  your  prospect  about  his  own  problems  in 
language  that  he  can  understand.  He  won't  let  you  get  away  with 
glittering,  meaningless  generalities.  No  matter  what  you  may  want 
to  say,  he'll  want  to  know  “Why?"  Vou've  got  to  know  your  stuff  to 
keep  him  in  his  place! 

Servant  WHO  is  a  secret  agent.  He  does  a  great  deal  of  preliminary 
work  for  you  in  finding  out  who  you  must  see  in  order  to  get  the 
order.  He  won't  let  you  waste  time  with  the  wrong  people. 
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^tookinq,  fiaxJuvWuL: 

A  GUIDE  TO  THE  FUTURE 


psychologists 
express  it.  Faced  by  our  present-day 
troubles  we  look  backward  to  a  time 
when  the  going  seemed  a  little  smoother. 
I  propose  to  exercise  this  prerogative  of 
old  age  for  I  am  old;  if  not  in  years,  then 
from  the  standpoint  of  my  length  of  con¬ 
tact  with  the  office  equipment  business. 

I  can  well  recall  one  of  the  first  type¬ 
writers.  which,  in  time,  was  followed  by 
one  of  the  first  Underwoods.  Too,  I  can 
recall  the  original  Elliott-Hatch  and 
Fisher  flat-platen  machines.  I  still  have 
vivid  recollections  of  our  sales  problems 
in  those  early  days  and  the  many  alibis, 
from  prospects  and  salesmen  alike, 
which  beset  us.  And  the  strange  part  of 
it  all  is  that  after  forty  years  our  prob¬ 
lems  and  alibis  are  still  with  us. 

In  that  time  many  changes  and  im¬ 


provements  have  been  made  in  our  prod¬ 
ucts.  Even  the  youngest  member  of  our 
sales  organization  can  recall  machines 
that,  by  comparison,  seem  far  inferior 
to  those  which  are  coming  from  our  fac¬ 
tories  today.  Our  products  have  ad- 
^  vanced  to  an  almost  unbelievable  point 
of  perfection— but  have  we,  as  individ¬ 
uals,  made  a  similar  advance?  I  wonder. 

1906:  There’s  no  future  in  this  business 

.  T"  HIRTY  years  ago,  I  recall,  a  young 
I  typewriter  salesman  went  to  his  man¬ 
ager  and  handed  in  his  resignation. 
When  asked  his  reason  the  young  man 
replied,  in  effect:  “Every  one  I  have 
called  on  already  has  a  typewriter.  Those 
who  haven’t,  don’t  want  one.  There’s  no 
future  in  this  business.” 

No  future  in  a  business  which  has 
placed  hundreds  of  thousands  of  ma¬ 
chines  in  use  in  the  last  three  decades! 

From  the  beginning  of  this  industry, 
those  of  us  in  the  sales  organization  have 
always  clamored  for  something  we  didn’t 
have  . . .  some  little  change  or  attachment 
which,  we  felt  sure,  would  double  our 
business. 

Nine  times  out  of  ten,  however,  we 
found  that  the  factory  had  anticipated 
our  wants  and  improvements  came  along 
so  fast  that  I  doubt  if  we  can  recall  them 
all.  But  we  kept  on  wanting!  That 
was  a  good  thing,  and  still  is,  be¬ 
cause  it  meant  progress  from  a 
production  standpoint.  But  the 
question  I  often  ask  myself,  and 
which  I  now  ask  you:  have  we,  as 
salesmen,  kept  up  with  the  proces-  -jps* 


sion  or  are  we  still  dreamers  wanting, 
wanting,  wanting?  Have  we  failed  to 
take  advantage  of  what  we  have?  Do  we 
utilize  our  knowledge,  our  experience 
and  our  time  to  the  fullest?  I’ll  let  you 
answer  that. 

1936:  Three  Elements  of  Success 

KNOWLEDGE  is  obtained  only  by 
hard  work.  Experience  cannot  be 
purchased  on  the  open  market.  Time  is 
our  most  valuable  asset.  These  three  ele¬ 
ments  comprise  the  only  gauge  that  can 
be  used  when  we  measure  “success”  or 
“failure”  in  business  or  in  life.  Think  of 
them  often  and  pass  along  to  the  younger 
men  in  the  organization  the  helpful  re¬ 
sults  of  your  thinking,  for  they  are  going 
to  have  the  same  problems  and  alibis 
that  have  been  part  and  parcel  of  this 
business  from  the  very  first. 

Looking  backward  is  not  a  sign  of 
senility.  On  the  contrary,  it  bespeaks  a 
young  and  active  mind.  Look  backward 
at  your  successes  and  failures  of  the 
past.  In  them  you  will  find  the  key  to  the 
future. 


By  L.  Y.  Hagan, 
Southern  District  Manager 
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N  reality,  W.  F.  Arnold  needs  no  in¬ 
troduction  to  the  UEF  organization 
for  “Bill,”  as  he  is  known  by  all,  has 
visited  virtually  every  branch  office  in  the 
country  as  Sales  Manager  of  the  Adding 
Machine  Division. 

In  notifying  the  field  about  this  change 
in  his  staff,  Mr.  Wright  wrote:  “It  gives 
me  great  pleasure  to  announce  the  ap¬ 
pointment  of  Mr.  W.  F.  Arnold  as  As¬ 
sistant  General  Sales  Manager,  effective 
February  1,  1936.  Mr.  Arnold,  together 
with  Assistant  General  Sales  Manager 
Seely,  will  assist  me  in  handling  all  sales 
matters  pertaining  to  this  office. 

“The  record  and  ability  of  Mr.  Arnold 
well  merits  this  promotion,  and  I  know 
he  will  receive  the  same  splendid  co¬ 
operation  and  support  from  the  field  you 
have  so  generously  given  me. 

“Mr.  Arnold,  in  addition  to  his  new 
duties,  will  also  continue  as  Sales  Mana¬ 
ger  of  the  Adding  Machine  Division.” 

Back  of  that  announcement  stretch 
almost  eighteen  years  of  accomplish¬ 
ment  in  the  office  equipment  industry 
and  one  year  in  the  advertising  agency 
field. 

Bill  Arnold’s  progress  in  his  chosen 
field  has  been  built  on  sound  founda¬ 
tions.  First  of  these  was  a  good  educa¬ 
tion  in  the  high  school  and  university  of 
his  native  city,  Cincinnati,  Ohio. 
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Assistant  General 
Sales  Manager 

F.  F.  WRIGHT  ANNOUNCES 
APPOINTMENT  OF  W.  F.  ARNOLD 


After  a  few  years  of  Special  Assign¬ 
ment  work,  Bill  became  Assistant  Sales 
Manager,  a  position  which  he  was  hold¬ 
ing  at  the  time  of  the  merger  of  the  Dal¬ 
ton  and  Remington-Rand  interests. 

The  third  foundation  stone  was  laid 
in  1928  when  he  joined  the  UEF  organi¬ 
zation  as  Sales  Manager  of  the  Sund- 
strand  Division,  a  position  he  has  held 
ever  since  with  the  exception  of  one 
year  when  he  heeded  the  siren  call  of 
the  advertising  business  and  forsook  his 
first  love  in  favor  of  contact  work  for  one 
of  New  York’s  leading  agencies. 

But  the  glamour  wore  off  and  in  Sep¬ 
tember,  1930,  Bill  was  back  at  the  job 
of  managing  the  sales  of  Sundstrand 
adding  machines. 

At  the  present  time  Bill  makes  his 
home  in  Millburn,  N.  J.,  and  is  the  proud 
father  of  a  ten-year  old  boy  who  certainly 
has  reason  to  be  proud  of  his  dad. 

Bill  isn’t  much  given  to  talking  about 
himself  and  it  was  only  in  self-defense 
that  he  commented  to  your  Editor  as  fol¬ 
lows  : 

“I  am  grateful  for  the  increased  re¬ 
sponsibilities  which  my  new  work  will 
bring  with  it  and  I  accept  them  knowing 
that  my  associates  in  the  field  will  con¬ 
tinue  to  support  me  as  they  have  in  the 
past.  My  hope  and  ambition  now  are  to 
be  of  greater  usefulness  and  service  to 
the  field  and  I  want  to  take  this  means 
of  assuring  everyone  of  my  hearty  co¬ 
operation  in  every  way  that  will  bring 
more  business  to  us  all. 

“The  wonderful  job  that  the  field  sales 
organization  has  done  in  bringing  about 
a  very  rapid  recovery  in  adding  machine 
sales  from  the  low  point  of  the  depres¬ 
sion  to  our  present  volume,  assures  me 
that  I  will  continue  to  receive  the  same 
cooperation  in  the  future.” 


From  the  Atlantic 
to  the  Pacific, 
every  UEFer 
knows  “Bill”  Ar¬ 
nold  and  rejoices 
in  his  recent  pro¬ 
motion  which  will 
result  in  his  wider 
service  to  the  field. 

The  second  foundation  stone  was 
placed  in  1917  when  Bill  sold  himself 
to  the  Dalton  Adding  Machine  Com¬ 
pany,  whose  home  offices  were  located  in 
Cincinnati.  After  a  period  of  schooling 
Bill  was  transferred  to  that  company’s 
branch  at  Washington,  D.  C.,  where  fev¬ 
erish  war  activity  provided  opportunities 
for  an  ambitious  young  salesman  to 
make  a  name  for  himself.  Bill  did  just 
that.  And  the  name  was  “Go-Getter.” 

After  a  short  time  in  the  Dalton 
branch  in  Baltimore,  Bill  was  transferred 
back  to  the  home  office  in  Cincinnati. 
This  suited  Bill  to  a  “T”  because  the 
girl  who  was  to  become  Mrs.  Arnold 
lived  in  the  Middle  West  and  so,  “they 
were  married”  in  December,  1921. 


OUR  COVER 

This  month’s  cover  suggests  that 
salesmen  who  wish  to  stay  single  will 
have  to  keep  stepping!  But  that’s 
only  half  of  the  story.  The  reason  our 
salesman  is  in  such  a  rush  to  get  away 
from  the  dizzy  blonde  is  that  off  to 
the  right — you  can’t  see  her  but  you 
know  she’s  there  —  is  Lady  Quota. 
Wotta  woman!  She’s  worth  making  a 
play  for!  Not  only  this  month  but 
throughout  Leap  Year. — Editor. 
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NEW  YORK:  Our  exhibit  at  the  N.R.D.G.A.  Convention  in  the  Hotel  Pennsylvania. 
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UEF  DISPLAY  SEEN  BY  4,500 


SELLING 

SUNDSTRANDS 

The  American  Way 
vs 

The  European  Way 

By  Paul  Mogelvang 

The  author  of  this  informative  article 
is  now  selling  Sundstrands  in  New  York 
City.  Prior  to  coining  to  New  York  he 
did  similar  work  for  our  dealer  in  Co¬ 
penhagen.  He  discusses  here  some  of 
the  fundamental  differences  between 
the  jirohlems  which  beset  office  equip¬ 
ment  salesmen  here  and  abroad.  By 
comparison,  America  would  appear  to 
be  a  happy  hunting  ground  for  those 
who  sell  UEF  products. — Editor. 

HAVING  been  brought  up  in  Den¬ 
mark,  it  was  there  that  I  obtained 
my  start  in  business. 

After  my  novitiate  was  over  I  embarked 
for  America  and  for 
eight  years  sold  of¬ 
fice  equipment  on 
the  Pacific  Coast. 

Then  I  returned  to 
Copenhagen  where 
for  two  years,  I 
worked  as  a  Sund- 
strand  salesman  for 
the  local  UEF 
dealer;  who,  being 
greatly  handicapped  - 
by  import  restric-  Mogelvang 

tions,  finds  it  necessary  to  deal  also  in 
typewriters  and  calculating  machines  of 
German  manufacture. 

In  this  country,  I  find,  office  equip¬ 
ment  is  sold  largely  on  the  merits  of  the 
product  and  the  integrity,  reputation 
and  advertising  of  the  manufacturer.  In 
Denmark,  purchases  are  made  on  a 
personal  basis  and  the  name  on  the  ma¬ 
chine  is  secondary  to  the  name  of  the 
dealer.  There  is,  however,  a  strong 
counteracting  political  bias.  Certain 
business  men  in  Denmark  will  buy  abso¬ 
lutely  nothing  of  American  manufacture. 
Others  feel  just  as  strongly  about  goods 
made  by  German,  French  or  English 
makers.  Where  this  condition  prevails 
the  local  salesman  is  “out  of  luck,”  as 
you  say  here,  if  he  does  not  happen  to 
represent  the  right  manufacturer. 

Another  handicap  which  the  European 
salesman  has  to  contend  with  is  govern¬ 
mental  restriction  on  imports  and  on 
rates  of  exchange.  Thus  the  European 
salesman  has  to  sell  what  he  has  on  hand 
or  what  he  knows  the  government  will 
allow  the  dealer  to  import. 

Import  duties  also  offer  a  sometimes 
insurmountable  obstacle.  On  the  last 
importation  of  Underwood  typewriters 
( Continued  on  page  16) 
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PROPOSED  by  Alfred  Jensen,  ac¬ 
counting  machine  division  sales  man¬ 
ager;  planned  by  Denton  McKane  and 
watched  over  by  M.  A.  Tirabassi;  the 
UEF  exhibit  at  the  Silver  Anniversary 
Convention  of  the  National  Retail  Dry 
Goods  Association,  held  in  New  York 
from  January  20  to  24,  was  seen  by  4,500 
retail  store  executives  from  every  state 
in  the  United  States  and  from  Canada. 

Although  the  convention  was,  as  is  the 
custom,  departmentalized  to  cover  the 
many-sided  problems  which  make  up  de¬ 
partment  store  operations;  our  exhibit 
was  favorably  located  where  everyone 
attending  the  convention  had  an  oppor¬ 
tunity  to  see  the  UEF  line.  Those  with  no 
particular  interest  in  accounting  were 
able  to  see  and  try  3-Point  Control  on  the 
Underwood  Sundstrand  adding  machine 
and  cushioned  typing  on  the  Underwood 
typewriter  which  was  demonstrated  by 
Barney  Stapert. 

Salesmen  Widmayer,  Olsen,  Worden 
and  Horwitz  of  the  New  York  accounting 
machine  sales  division  were  in  attend¬ 
ance  at  various  times  and  also  adding 
machine  salesmen  Springer,  Johnson, 
Maupin  and  Allen. 

At  the  meeting  of  the  Credit  Manage¬ 
ment  Division  of  the  convention,  some  of 
the  subjects  discussed  were:  “The  Value 
of  the  Dual  Post  to  the  Credit  Depart¬ 
ment”  and  “Paying  a  Bonus  for  Ac¬ 
counts  Receivable  Production.” 

At  this  meeting  there  was  some  discus¬ 
sion  of  the  mechanics  of  keeping  ac¬ 
counts  and,  .according  to  William  von 
Hacht  who  attended  the  session,  almost 
80%  of  those  present  used  and  favored  a 


machine  with  a  flat-platen!  (Could  they 
have  meant  the  Elliott-Fisher? ) 

The  Social  Security  Act  came  in  for 
much  discussion  at  still  another  session 
of  the  convention  and  while  there  was 
little  philosophizing  about  the  Act,  there 
was  much  discussion  of  the  manner  in 
which  it  touches  retail  procedure  and 
how  best  to  keep  records  for  Federal  and 
State  tax  purposes. 

There  was  ample  evidence  at  a  meet¬ 
ing  of  the  Controllers’  Division  that 
there  is  a  growing  appreciation  that 
record-keeping  must  be  revised  and  mod¬ 
ernized  in  the  light  of  the  many  changes 
that  are  occurring  in  internal  operations 
of  the  store,  and  in  the  external  forces 
that  are  inextricably  bound  up  with  store 
operation.  The  line  of  revision,  it  was 
agreed,  must  be  in  the  direction  of  sim¬ 
plification  of  the  records,  both  as  to  num¬ 
ber  and  complexion.  Records  must  be 
made  understandable;  either  that  or 
they  should  not  be  disseminated  at  all.  In 
regard  to  the  records  that  stores  may  be 
required  to  set  up  in  connection  with  the 
unemployment  insurance  law,  there  was 
insistence  that  they  be  prepared  with  an 
eye  to  simplicity  and  utility.  That  the 
controllers  are  growing  in  importance  in 
store  management  was  manifested  by  the 
fact  that  they  took  a  very  dominant  posi¬ 
tion  on  this  issue  of  records. 

Now,  while  the  matters  discussed  at 
the  convention  are  still  fresh  in  their 
minds,  is  the  time  for  UEF  salesmen  to 
contact  these  controllers  and  place  at 
their  command  the  storehouse  of  experi¬ 
ence  which  Underwood  Elliott  Fisher 
has  had  in  the  field  of  retail  accounting. 
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TROY:  Hobart’s  (Underwood)  noiseless  Transcribing  Room. 
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WORLD'S  LARGEST  MAKER  OF  FOOD  PREPARING 
MACHINES  USES  WORLD'S  FINEST  TYPEWRITER 
TO  SPEED  ITS  BUSINESS 


own  ferrous  and  non-ferrous  metal  foun¬ 
dries.  Literally,  this  company  builds  its 
machines  “from  the  ground  up.” 

Hobart’s  vast  factory  and  Administra¬ 
tion  Building  at  Troy  afford  pleasant 
working  quarters  for  more  than  one 
thousand  factory  and  office  employees. 
At  home  and  abroad,  Hobart  normally 
employs  well  over  two  thousand  people 
—a  striking  contrast  when  compared 
with  the  nine  people  who  developed, 
manufactured  and  sold  Hobart  products 
more  than  thirty  years  ago. 

Underwood’s  Place  at 
Hobart’s  Home 

In  a  recent  visit  to  the  home  of  Hobart 
with  R.  W.  Adams,  typewriter  salesman, 
A.  E.  Zugelter,  branch  manager  at  Cin¬ 
cinnati,  found  the  Transcribing  Depart¬ 
ment  located  in  a  large,  well-lighted 
room  which,  despite  the  intense  activity 
of  more  than  a  score  of  typists,  was  sur¬ 
prisingly  quiet. 

Today,  the  Hobart  Manufacturing 
Company  is  using  30  Underwood  Noise¬ 
less  and  92  Underwood  Standard  type¬ 
writers  at  its  home  office.  Other  Under¬ 
woods  are  to  be  found  in  virtually  every 
office  where  Hobart  products  are  sold. 
For  more  than  thirty  years  Hobart  has 
blazed  a  trail  in  its  industry— and  during 
all  that  time  it  has  been  a  consistent 
user  of  Underwood  typewriters. 


WHAT  did  you  have  for  lunch  today?  Ham  and  Swiss  on 
rye?  Hamburger  and  French  Fried  potatoes?  Coffee 
and  dessert? 

Whatever  you  had,  the  chances  are  pretty  good  that  the  food 
was  prepared  on  a  slicer,  chopper,  coffee  mill,  potato  peeler  or 
food  mixer  bearing  the  nameplate  of  the  Hobart  Manufactur¬ 
ing  Company,  Troy,  Ohio. 

Equally  good  are  the  chances  that  when  you  finished  your 
noon-day  repast  the  dishes  were  washed  in  Hobart  dish-wash¬ 
ing  machines. 

Tonight  at  dinner,  you  will,  in  all  likelihood,  sit  down  to  a 
meal  which,  before  reaching  your  table,  passed  through  some 
product  of  Hobart  manufacture,  even  though  it  might  only  be 
the  scales  in  the  butcher’s  store. 

From  an  infant  in  swaddling  clothes,  with  a  capital  of  only 
$30,000,  Hobart  has  grown  to  international  proportions.  To¬ 
day  Hobart  Manufacturing  Company  has  a  capital  and  sur¬ 
plus  of  approximately  ten  million  dollars;  factories  in  this  and 
other  countries ;  branches,  sales  and  service  offices  in  the  prin¬ 
cipal  cities  of  United  States,  Canada  and  Europe;  and  ware¬ 
houses  located  at  strategic  points  to  facilitate  distribution  of 
its  many  products. 

No  matter  where  you  turn  you  are  very  likely  to  find  your¬ 
self  “Hobartized”  for  you  will  find  Hobart  products  working 
for  you,  in  groceries,  butcher  shops,  tea  and  coffee  stores,  de¬ 
partment  stores,  bakeries,  restraurants,  cafeterias,  hotels,  hos¬ 
pitals,  steamships,  soda  fountains,  drug  stores,  schools,  col¬ 
leges,  churches,  lodges,  industrial  plants  and  practically  every 
other  place  where  food  is  sold,  served  or  prepared. 

Hobart  is  the  only  manufacturer  in  this  field  which  builds 
its  own  motors,  an  important  factor  in  the  successful  growth 
which  this  enterprising  company  has  enjoyed.  In  addition  to 
building  its  own  motors,  Hobart  also  owns  and  operates  its 
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“We  have  standardized  on  them  (Underwoods)  for  more 
than  thirty  years,”  writes  S.  T.  Kunkel,  Hobart’s  Office 

Manager. 


The  Hobart  Manufacturing  Company' 

ELECTRIC  WOOD  PREPARING  MACHINES 

Troy,  Ohio.U.S.A. 


December  13,  1935 


The  Uhderwood  Elliott  Fisher  Co. 

Springfield 

Ohio 

Gentlemen: 

More  than  two  years  ago  we  equipped  our  Stenographic  Depart¬ 
ment  with  twenty  new  Underwood  Noiseless  Typewriters.  Need¬ 
less  to  say  we  have  been  highly  pleased  with  the  installation 
which  reduced  noise  in  the  department  to  a  minimum.  Also, 
because  we  have  been  able  to  get  a  good  volume  of  beautiful 
work,  possible  only  through  the  use  of  Noiseless  machines. 

Since  our  first  purchase  various  Executive  Secretaries  have 
been  given  Noiseless  machines  to  replace  standard  equipment, 
making  us  quite  proud  of  our  Underwood  Noiseless  installation, 
numbering  thirty. 

It  Is  indeed  a  pleasure  to  say  a  few  words  In  conmendatlon  of 
Underwood  Typewriters,  of  which  we  are  using  in  various  depart¬ 
ments  approximately  two  hundred,  having  standardized  on  them 
for  more  than  thirty  years. 


STKunkel/da 
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JPul  (hvai )!L  J'OhsujosdL  bo  9Ua  StsuudL 

By  R.  M.  Harrison 

(Reprinted  from  “ Starbeams ”  in  the  Windsor  (  Ont.)  Border  Cities  Star) 


[editor’s  note:  This 
and  assorted  colyums 
by  the  same  author 
are  now  being  pro¬ 
duced  on  a  brand-new 
typewriter. 

Slightly  more  than 
10  years  ago  when  our 
Mr.  Harrison,  like 
young  Lochinvar, 
came  out  of  the  West 
and  joined  the  staff 
of  this  great  family 
journal,  some  mild 
surprise  was  occa¬ 
sioned  among  us  ef¬ 
fete  Easterners  by  the 
fact  that  he  was  fa¬ 
miliar  with  the  opera¬ 
tion  of  a  typewriting 
machine.  We  weren’t 
aware  they  had  pro¬ 
gressed  that  far  where 
he  came  from.  How¬ 
ever,  he  was  given  an  order  on  the  cashier 
for  30  bucks  and  told  to  do  his  best. 

The  30  bucks  netted  him  a  contraption 
which  was  already  the  better  part  of  a  cen¬ 
tury  old  but  which  suited  his  delicate  touch 
(he  never  hits  a  key  harder  than  if  he  were 
trying  to  drive  a  railroad  spike)  and  be¬ 
sides,  the  lady  who  had  it  for  sale  threw  in 


a  hefty  slug  of  O.  T.  A.  schnapps,  thus 
clinching  the  bargain. 

For  a  decade  and  more,  then,  while 
merely  the  memory  of  the  schnapps  lingers 
on,  the  venerable  combination  coffee- 
grinder  and  ribbon-puncher  has  served 
him  through  thick  and  thin  (principally 
thin)  and  has  been  the  instrument  by 


means  of  which  he 
has  exercised  such  a 
profound  influence 
over  public  thought 
in  Windsor  and 
throughout  Western 
Ontario. 

But  lately  the  Old 
Mill  has  been  devel¬ 
oping  alarming  symp- 
toms  of  senility. 
Sometimes  it  refused 
to  start  on  a  cold 
morning  unless  hot 
water  were  poured 
over  the  manifold.  On 
several  occasions  it 
kicked  back,  while 
being  cranked,  se¬ 
verely  spraining  the 
operator’s  wrist. 

Obviously,  this 
could  not  go  on.  The 
time  had  come.  So 
now  Mr.  Harrison  is  seated  at  the  console 
of  a  shiny  new  model,  all  glittering  and 
complete  with  gadgets  and  do-dads  the 
manufacturers  of  the  Gay  Nineties  never 
thought  of,  and  today  he  bids  adieu  to  the 
battered  hulk,  the  friend  of  his  youth  and 
companion  of  his  riper  years,  with  a  sob  in 
his  elbow  and  apologies  to  the  Hon.  Caro¬ 
line  Norton.] 


MY  beautiful!  My  beautiful!  thou 
standest  meekly  thar, 

With  thy  badly  bent  and  battered 
frame,  and  limp  and  loose  space 
bar; 

Fret  not  to  join  the  scrap-heap  now, 
no  more  misunderstood — 

I  may  not  pound  on  thee  again — 
thou’rt  sold,  my  Underwood! 

Fret  not  with  that  marginal  stop — 
scorn  not  the  ribboned  ink; 

No  longer  shall  I  say,  “Oh,  shoot!,” 
when  thou’rt  on  the  blink; 

The  stranger  hath  thy  shift-lock  key — 
and  I  am  feeling  good — 

Old  hunk  of  tin  and  wire,  farewell! 
thou’rt  sold,  my  Underwood! 


Farewell!  that  unexpected  lurch,  that 
wheeze  and  snort  and  boom! 

Thou’ll  rust  beneath  the  wintry  sky 
which  clouds  the  j  unk  yard’s  gloom  ; 

Some  other  hand,  less  fond,  must  now 
thy  carbon  sheets  prepare; 

The  ribbon  that  I  threaded  once  must 
be  another’s  care! 

The  morning  sun  shall  dawn  again, 
but  never  more  with  thee 


Shall  I  gallop  through  the  daily  chore, 
where  we  were  won’t  to  spree; 
Evening  shall  darken  on  the  earth; 

and  in  this  office  room 
Some  other  mill,  with  quicker  step, 
shall  cause  Starbeams  to  bloom. 


Yes,  thou  must  go!  the  wild,  free 
wheeze,  the  brilliant  pun  and  sly, 
Thy  master’s  touch — from  all  of  these 
my  exiled  one  must  fly : 

Thy  proud  ink  stains  will  grow  less 
proud,  thy  carriage  less  fleet. 

And  vainly  shall  thy  keyboard  arch 
thy  master’s  hand  to  meet. 

Only  in  sleep  shall  I  behold  thy  tabu¬ 
lator  scoff, 

Only  in  sleep  shall  hear  again  that 
rasping  whoop  and  cough ; 

And  when  I  raise  my  dreaming  thumb 
to  check  or  cheer  thy  mood, 

Then  must  I  starting  wake,  to  feel — 
thou’rt  sold,  my  Underwood! 


Ah!  rudely  then,  unseen  by  me,  some 
cruel  hand  may  chide, 

Till  smoke  clouds  spurt,  like  puffs  of 
steam,  from  out  thy  panting  side; 


And  the  varnish  that  is  left  on  thee 
swells  in  thy  indignant  hurt, 

Unseen  by  eyes  that  rest  of  thee,  and 
all  thy  grime  and  dirt. 

Will  they  ill-use  thee?  If  I  thought — 
but  no,  it  can’t  be  so; 

Thou  are  so  old  and  buffeted ;  so  feeble 
and  so  slow; 

And  yet,  if  haply,  when  thou’rt  gone, 
my  lonely  heart  shall  yearn, 

Can  the  hand  that  casts  thee  from  it 
now  command  thee  to  return? 


Return!  alas,  my  Underwood!  what 
shall  thy  master  do, 

When  thou  who  were  his  all  of  joy  hast 
vanished  from  his  view? 

When  the  dim  distance  cheats  mine 
eye,  and  through  the  gathering  beers 
Thy  drab  form  for  a  moment  like  the 
false  mirage  appears? 

A  newer  one,  of  self-same  make,  all 
sleek,  alive,  a-throb, 

Now  standeth  up,  taketh  the  rap,  where 
thou  fell’st  down  on  j,ob. 

But  bending  o’er  the  dusty  desk,  I’ll 
pause  and  think  a  thunk, 

“’Twas  here  collapsed  my  Underwood, 
’neatli  ten  long  years  of  bunk!” 
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LETTERS:  (left)  From  Cardiff,  Wales,  to  U.E.F.  at  “Ellwood,  U.S.A.” 
( center )  From  Buenos  Aires  to  “Underwood,  North  America”  and 
(right)  from  Berkeley,  Cal.,  to  “Typewriter  Co.  New  York.”  Unerringly 
these  letters  came  to  342  Madison  Avenue. 
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Youngstown 

J.  F.  Whitten  started  the  New  Year 
with  a  bang,  securing  100%  of  his  Janu¬ 
ary  quota  by  January  5th.  Mr.  Whitten 
was  transferred  from  the  adding  machine 
division  to  the  accounting  machine  divi¬ 
sion.  He  has  been  developing  his  knowl¬ 
edge  of  machines  and  applications  and 
has  been  making  his  supply  quota  con¬ 
sistently. 

We  had  a  nice  letter  from  W.  F. 
Arnold,  sales  manager,  adding  machine 
division,  which  read,  in  part,  as  follows: 

“I  want  to  extend  my  appreciation  and 
congratulations  for  your  excellent  Decem¬ 
ber  adding  machine  record  of  150.3%  of 
quota  and  105.7%  for  the  year  1935. 

“Your  1935  volume  was  16.4%  greater 
than  1934  measured  against  our  national  in¬ 
crease  of  45.5%.” 

Needless  to  say  we  are  out  to  make 
quota  in  all  divisions  this  year. 

— Associate  Editor  Boulware 


Pittsburgh 

E.  C.  Javins,  recent  addition  to  our 
adding  and  accounting  machine  sales 
staff,  has  been  assigned  to  territory  under 
the  Charleston  sub-branch  office. 

• 

New  to  the  Pittsburgh  sales  organi¬ 
zation  are  J.  W.  Yex  and  J.  H.  Fitzgib- 
bons,  who  will  sell  accounting  machines ; 
and  D.  E.  Cross  and  R.  G.  Masterton 
who  will  lend  their  efforts  to  the  adding 
machine  division.  Welcome,  men,  and 
good  luck  in  your  new  undertakings. 
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Charleston 

Pictured  here  is 
John  H.  Spillane, 
recently  appointed 
sub-branch  mana¬ 
ger  succeeding  the 
late  E.  L.  Holla- 
han. 

Born  in  Water¬ 
ford,  N.  Y.,  Mr. 
Spillane  joined  the  Underwood  organi¬ 
zation  in  Pittsburgh  as  a  typewriter  sales¬ 
man  in  1910.  Since  that  time  he  has 
worked  in  many  cities  in  the  Central, 
Eastern,  Southern,  Atlantic  and  Pacific 
districts  in  various  capacities. 

For  the  last  year  or  more  he  has  been 
located  at  Pittsburgh.  He  takes  up  his 
new  duties  in  Charleston  with  the  best 
wishes  of  his  many  associates  throughout 
the  UEF  organization. 


J.  H.  Spillane 


Columbus 

In  this  kind  of 
weather  it  is  nice 
to  hearken  back  to 
last  summer.  Here 
we  present  Clyde 
Jungbluth  as  he 
appeared  when  he 
was  in  our  fair  city 
back  in  the  pre¬ 
overcoat  days.  Be¬ 
lieve  it  or  not,  Mr. 
Jungbluth  was 
actually  working 
the  day  this  picture 
was  taken! 

— Branch  Manager 
Jackson 


% 

Clyde  Jungbluth 


SOUTHERN 


Little  Rock 

Risking  the  possibility  of  being  ac¬ 
cused  of  devoting  too  much  space  in  the 
NEWS  to  letters  of  commendation  from 
satisfied  users,  we  must  devote  some 
space  to  this  letter  from  a  woman  who, 
being  in  the  lettershop  business,  knows 
whereof  she  speaks.  If  salesmen,  con¬ 
fronted  with  the  question:  “But  will  the 
Underwood  stand  up?,”  will  show  this 
letter  to  prospects,  the  question  will  be 
answered — and  by  a  disinterested  ob¬ 
server. — Editor. 

“Gentlemen: 

“Information  furnished  the  Remington 
Rand  Company  a  few  hours  ago  may  interest 
you. 

“As  you  perhaps  know,  they  are  conduct¬ 
ing  a  nationwide  contest  over  the  radio 
which  closed  last  evening. 

“Of  course,  I  well  know  that  it  is  a  means 
of  procuring  a  mailing  list,  or  select  list  of 
prospects,  and  I  replied  with  the  feeling  I 
have  had  in  other  contests:  other  than  being 
approached  by  a  salesman  soliciting  new 
business,  that  would  be  the  last  of  the  reply. 

“My  reasons  for  ‘Objecting  to  the  noise  of 
an  old-fashioned  noisy  typewriter’  were  very 
good  ones  indeed.  Mr.  Edwin  C.  Hill,  who 
will  make  the  final  awards,  will  at  least 
enjoy  reading  my  reasons  if  he  doesn’t  con¬ 
sider  them  prize  winning. 

“In  replying  to  their  request  as  to  infor¬ 
mation  regarding  the  machine  I  use  and  its 
serial  number,  I  wrote  them  that  I  was  using 
an  Underwood,  Serial  No.  771324.  This  letter 
is  written  on  it.  I  have  my  own  lettershop 
business;  I  have  many  later  models,  of 
course.  I  have  other  makes  of  machine  in 
use.  Each  make  has  its  own  particular 
merits. 

“But  this  machine  has  been  in  constant 
use  at  least  25  years;  never  had  repairs,  and 
all  it  needs  right  now  is  a  new  platen.  It  has 
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GREEN  BAY :  A  sales  meeting  winds  up  with  an  excellent  dinner. 


been  well  cared  for.  .  .  .  This  story  may  not 
interest  you;  you  may  have  other  records 
that  are  better.  But  I  venture  the  assertion, 
if  I  live  that  long,  it  is  good  for  another  25 
years  and  its  work  will  ever  be  a  prize 
winner! 

Sincerely, 

( signed )  Mary  A.  Fein 

Atlanta 

A  matrimonial  agency  could  not  do 
better  than  A.  L.  Fowler,  sales  agent  at 
Rome,  who  reports  that  of  his  single 
employees,  all  but  one  was  married  in 
1935.  The  remaining  single  man  was 
hooked  by  Lady  Leap  Year  on  New 
Year’s  Day.  Fast  work! 

“Seb”  Parker,  mechanic  at  the  Rome 
office,  is  the  proud  father  of  twin 
daughters  born  on  December  9. 

As  though  these  accomplishments  were 
not  enough,  Mr.  Fowler’s  office  ended 
1935  with  the  highest  percentage  of 
quota  of  any  office  in  the  Atlanta  Branch 
territory. 

—Branch  Manager  Vance 

Dallas 

A  new  sub-branch  has  been  established 
in  the  Mim’s  Building  at  Abilene.  N. 
McCormick,  formerly  clerk  here,  has 
been  promoted  to  the  position  of  sub¬ 
branch  manager  at  Abilene.  Mr.  Mc¬ 
Cormick  started  his  UEF  career  in  the 
service  department. 

Nashville 

Before  the  ink  was  dry  on  the  January 
issue  of  the  UEF  NEWS,  Clyde  Hick¬ 
man,  branch  manager,  had  arranged 
with  the  General  Shoe  Corporation  of 
Nashville  for  a  cooperative  window  dis¬ 
play. 

By  altering  our  slogan  to  read:  “Un¬ 
derwood  Elliott  Fisher  Speeds  the  Gen¬ 
eral  Shoe  Corp.  Business,”  and  display¬ 
ing  the  UEF  machines  used  by  this  im¬ 
portant  shoe  manufacturer,  Mr.  Hick¬ 
man  made  his  window  tell  a  sales  story 
that  carried  quite  a  kick!  He  also  af¬ 
forded  the  General  Shoe  Corporation  an 
opportunity  to  display  its  range  of  shoe 
styles,  including  the  famous  “Fortune 
Style-Stamina”  shoes  which  are  widely 
advertised. 


WESTERN 


Green  Bay 

William  Wilson,  junior  typewriter 
salesman,  has  been  promoted  to  senior 
ranking. 

For  three  days  last  month,  Branch 
Manager  Bode  conducted  the  most  out¬ 
standing  sales  meeting  since  this  con¬ 
solidated  branch  was  established  almost 
four  years  ago.  Salesmen  of  all  divisions 
were  present  at  all  sessions  of  the  meet¬ 
ing,  thus  widening  their  knowledge  and 
their  sphere  of  influence. 

The  first  day  was  devoted  to  type¬ 
writer  demonstrations  by  the  men  of 
that  division  while  the  men  of  the  add¬ 
ing  and  accounting  machine  divisions 
provided  an  interested  audience. 

The  second  day  was  devoted  to  inter¬ 
esting  demonstrations  on  the  Underwood 
and  Sundstrand  accounting  machines 
which  certainly  were  “eye-openers”  for 
many  of  the  boys. 

Sales  Agent  Altmann  of  Marquette, 
Michigan,  came  to  the  meeting  with  an 
order  for  eleven  typewriters  and  re¬ 
ceived  a  mail  order  for  one  26"  machine 
while  here. 

Salesman  Marotz  of  Sheboygan  ar¬ 
rived  a  little  late  but  was  excused  when 


he  produced  the  goods:  an  order  for  an 
8120.  The  second  day  he  received  an 
order  by  mail  for  an  8142P  with  a  pen¬ 
cilled  note  from  his  stenographer, 
“How’m  I  doin’?” 

A  dinner  in  the  Attic  Room  of  the 
Hotel  Beaumont  brought  a  highly-suc- 
cessful  sales  meeting  to  an  enthusiastic 
close.  Green  Bay  is  off  to  a  flying  start 
in  1936  and  hopes  to  repeat  its  1935  rec¬ 
ord  of  leading  the  Western  district  in 
machine  and  supply  sales. 

—Associate  Editor  Bretzke 

Terre  Haute 

A  recent  issue  of  the  Terre  Haute 
Tribune-Star,  carried  a  nice  publicity 
story  about  this  sub-branch  to  the  ex¬ 
tent  of  a  half  colum.  Part  of  it  follows : 

“A  30-year  record  of  service  to  Terre 
Haute  business  and  industry  will  be  length¬ 
ened  this  year  by  the  Underwood  Elliott 
Fisher  Company. 

“Established  here  shortly  after  the  turn  of 
the  century,  the  Underwood  agency  has  been 
a  major  pacemaker  for  the  development  of 
business  efficiency  in  the  offices  of  two  states. 

“  ‘The  office  has  been  maintained  in  Terre 
Haute  to  facilitate  distribution  of  the  com¬ 
pany’s  products  and  to  guarantee  the  opera¬ 
tion  of  its  machines  at  maximum  efficiency 
at  all  times,’  0.  M.  McCracken,  manager  of 
the  office,  told  The  Tribune-Star. 

“B.  E.  Bennett  is  the  service  manager  of 
the  Terre  Haute  office  while  his  assistant  is 
M.  B.  Knopp.  The  sales  organization  is 
directed  by  Richard  Newport. 

“Mr.  McCracken  was  one  of  60  Under¬ 
wood  Elliott  Fisher  sales  representatives 
throughout  the  country  to  make  100%  of 
quota  for  the  year  1935.” 

Kansas  City 

We  welcome  C.  J.  Boteler  to  our  type¬ 
writer  sales  organization  and  T.  E.  Her- 
bold  to  our  accounting  machine  sales 
staff. 

Chicago 

Salesman  McDonald  of  this  office 
recently  received  a  note  from  a  happy 
new  customer  reading  as  follows: 

“The  new  Underwood  No.  11  delivered 
this  morning  is  a  ‘honey.’  The  touch  is  per¬ 
fect — the  whole  machine  clicks  the  way  an 
operator  dreams  of  its  clicking.  .  .  .  Thanks 
a  million.’  —Associate  Editor  Snow 

( Continued  on  page  10) 
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NASHVILLE:  Here’s  a  window  display  that  gets  attention. 
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PANAMA:  I).  G. 
Granados,  left, 
Manager  of  La  Of- 
icina  Modernaand 
G.  F.  Mero,  right. 
Service  Inspector, 
delivering  a  nice 
order  of  Under¬ 
woods  to  a  Gov¬ 
ernment  office. 


A  Paragraph  from  Panama 

PICTURED  above  is  a  shipment  of 
thirty-two  Underwood  typewriters 
being  delivered  to  one  of  the  Government 
offices  in  Panama  City,  Republic  of  Pan¬ 
ama,  by  our  dealers  there,  La  Oficina 
Moderna. 

A  Party  in  Rio 

IN  THE  lower  left  corner  of  this  page 
is  pictorial  evidence  that  the  Christ¬ 
mas  Party  in  the  office  of  Paul  J. 
Christoph  Cia,  sales  agents  for  UEF 
products  in  Rio  de  Janeiro,  was  a  huge 
success.  According  to  our  South  Amer¬ 
ican  correspondent:  “Fue  una  manifesta- 
cion  llena  de  entusiasmo  donde  se  brindo 


por  la  prosperidad  de  lo  negocios  en  los 
productos  Underwood  Elliott  Fisher.” 

Grouped  around  the  Underwood  are 
Messrs.  James  L.  Fagan,  manager  of 
the  Paul  J.  Christoph  Company; 
Gastao  da  Cruz  Ferreira,  in  charge  of 
Underwood  sales;  Paul  J.  Christoph, 
Jr.;  Jaime  Ciutad  M.,  in  charge  of 
service  and  master  of  ceremonies  for 
the  party;  J.  Alentejano  and  Hugo 
Figf.reiro,  salesmen.  Also  in  the  picture 
are  other  members  of  the  sales,  service 
and  clerical  departments;  and  is  every¬ 
body  happy?  Si!  Si! 


Canadian  Comment 

THE  gentleman  pictured  at  the  left, 
A.  P.  Scott,  is  now  branch  manager 
of  the  London,  Ontario,  branch  office. 

Mr.  Scott  succeeds  the  late  Fred  J. 
Walker,  who,  from  1924,  managed  the 
London  branch  until  the  time  of  his 
death  last  September. 

Raised  and  educated  in  London,  Mr. 
Scott  became  associated  with  the  Cana¬ 
dian  UEF  organization  immediately 
after  his  graduation  from  business  col¬ 
lege  in  1917.  Two  years  later,  Mr.  Scott 
received  the  first  of  a  series  of  well- 
deserved  promotions  and  left  office  and 
service  duties  to  represent  the  Company 
in  the  field. 


(left)  CANADA:  London’s  Scott. 
(below)  RIO:  A  Christmas  party. 
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For  the  past  ten  years  Mr.  Scott  has 
acted  in  the  capacity  of  the  branch’s 
Special  Representative,  covering  a  large 
and  important  territory.  Eighteen  years’ 
experience  in  all  phases  of  the  Com¬ 
pany’s  sales  and  service  policies  have 
well  qualified  him  for  this  major  promo¬ 
tion  which  is  being  acclaimed  by  his 
widespread  circle  of  business  friends 
and  associates. 


By  a  coincidence,  the  Governor  of 
Canada’s  birthday,  which  is  February  2, 
is  also  the  date  on  which  Stanley  Shaw, 
branch  manager,  Windsor,  Ontario, 
joined  the  UEF  organization  twenty-five 
years  ago. 

For  a  quarter  of  a  century  Mr.  Shaw 
has  been  doing  a  splendid  job  with  the 
Canadian  organization  and  he  is  looking 
forward  to  another  twenty-five  years  of 
happy  association  with  UEF  products. 
Congratulations,  Mr.  Shaw,  may  good 
luck  and  good  health  be  yours  for  many, 
many  years  to  come. 

—Associate  Editor  Seitz 

Lines  from  Lancashire 

FROM  W.  F.  Sleath,  sales  manager, 
typewriter  division,  London,  comes  a 
story  about  an  interesting  competitive 
demonstration  put  on  by  a  large  user  of 
typewriters  in  Lancashire.  Makers  of 
ten  machines— American,  English  and 
German— were  asked  to  submit  machines 
for  a  competitive  test. 

The  machines  were  tried  out  by  twenty 
experienced  typists  and  ten  points  were 
allotted  to  each  machine.  The  typists 
were  asked  to  deduct  one  point  from  the 
score  of  each  machine  on  account  of  any 
features  which  they  found  objectionable 
or  did  not  like.  There  was  a  possible 
total  of  200  points  for  each  machine  (20 
typists  x  10  points  for  each  machine). 
When  the  final  score  was  tabulated, 
LJnderwood  had  195  points  compared 
with  125  for  the  nearest  competitor. 

Needless  to  say,  our  salesman  secured 
the  order;  the  first  one  in  many  years  as 
this  user  had  standardized  on  another 
make  for  a  long  time  and  had  consist¬ 
ently  refused  to  see  either  salesman  or 
products  of  any  other  manufacturer. 

This  a  gain  confirms  that  salesmen  who 
are  breaking  new  ground;  reclaiming 
old  ground;  selling  their  machines;  are 
those  who  are  showing  them. 

UEF  NEWS 
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Notes  from  Newcastle 

K.rURED  at  the  bottom  of  this  page 
■  are  the  salesmen  of  the  Newcastle-on- 
Tyne  branch  celebrating  their  achieve¬ 
ment  of  leading  all  Provincial  branches 
in  quota  performance  for  the  second 
year  in  succession. 

The  British  organization’s  fiscal  year 
ends  on  November  30.  In  1933-34  the 
Newcastle  branch  achieved  140.3%  of 
quota  and  in  1934-35,  141.5%.  Notwith¬ 
standing  a  big  increase  in  their  quota  for 
1935-36,  the  salesmen  of  the  Newcastle 
branch  started  off  with  150%  of  quota  in 
the  first  month  of  the  new  fiscal  year. 

J.  R.  Fagan,  Newcastle  branch  mana¬ 
ger,  in  responding  to  a  toast,  expressed 
the  opinion  that  1936  would  see  an  even 
greater  improvement  than  had  the  pre¬ 
ceding  record  year. 

E.  A.  Trefzger,  managing  director  of 
the  British  organization,  acting  as  host, 
welcomed  the  guests  who  included  A. 
Murray,  recently  promoted  from  the 
Newcastle  office  to  a  staff  appointment 
in  London;  and  R.  Glew,  Nottingham 
manager,  whose  organization  ran  second 
to  Newcastle. 

All  Star  salesmen  present  included 
Messrs.  R.  0.  Greenbury,  C.  Haisman, 
L.  C.  M.  Deas  and  A.  Dixon. 

The  dinner  was  followed  by  a  showing 
of  the  Hartford  and  Bridgeport  factory 
films  featuring  the  manufacture  of 
Underwood,  Elliott-Fisher  and  Sund- 
strand  machines. 

Trefzger  Talks 

IN  addition  to  his  many  other  duties, 
Emil  Trefzger  also  finds  time  to  take 
part  in  civic  and  educational  work  in 
London.  At  a  recent  session  of  the  Inten¬ 
sive  Business  Course  he  talked  on  “Ma¬ 
chine  Aids  to  Business.”  In  the  course 
of  his  talk  he  traced  the  development  of 
the  typewriter,  from  the  old  blind-writer 
of  1873  to  the  present  day  visible  ma¬ 
chines,  both  Standard  and  Noisless,  de¬ 
scribing  changes  which,  he  considered, 
were  chiefly  promoted  by  the  insistent 
demand  for  increased  facilities  to  pro¬ 
vide  greater  speed  and  accuracy  and  a 
quieter  office. 

From  the  typewriter— the  first  step  in 
office  mechanization— Mr.  Trefzger  went 
on  to  accounting  and  adding  machines, 
and  described  the  important  part  they 
play  in  commerce.  “They  are,”  he  said, 
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(right)  BARCE¬ 
LONA:  The  Com- 
pania  Mecanogra- 
fica  Guillermo 
Truniger,  S.  A., 
booth  at  the  Office 
Equipment  Exhi¬ 
bition. 


(below)  WIND¬ 
SOR:  “Stan”  Shaw 
celebrates  his  25th 
anniversary  in  the 
UEF  family. 


‘not  merely  an  aid  to  business  but  an 
integral  part  of  it,  serving  economically 
to  increase  efficiency  and  output.”  He 
quoted  from  recent  public  statements  of 
some  of  Britain’s  leading  industrialists 
and  bankers,  giving  their  reasons  for 
mechanization ;  every  one  of  which  illus¬ 
trated  the  vital  importance  of  “daily 
figure  facts”  promptly  and  economically 
obtainable  from  mechanization. 

In  conclusion,  he  stressed  the  necessity 
of  keeping  an  open  door  as  well  as  an 
open,  receptive  mind  to  all  those  who 
may  seek  to  bring  into  business,  new 
ideas  and  new  machinery  which  might 
be  helpful  in  producing  better  results. 

Mr.  Trefzger’s  talk  was  reprinted  in 
part  in  The  Bulletin  of  the  Intensive 
Business  Course. 


Selling  Begins  With  “No” 

SALESMAN  Rogers,  Manchester 
branch,  knows  that  selling  begins 
when  the  prospect  says  “No.”  Here’s  the 
story:  Mr.  Rogers  quoted  the  Architect’s 
Department  of  a  Lancashire  corporation 
for  an  Llnderwood  Standard.  They  were 
old  and  satisfied  users  and  the  order  ap¬ 
peared  to  be  “in  the  bag.”  But  when 
Salesman  Rogers  called  back  to  pick  up 
the  order  he  was  informed  that  the  Com¬ 
mittee  had  issued  instructions  that  a  com¬ 
petitive  machine  was  to  be  purchased. 

How  many  of  us  would  take  that  as 
final?  Not  Salesman  Rogers.  He  imme¬ 
diately  set  out  to  sell  the  architect  the  idea 


that  he,  an  important  official  of  the  cor¬ 
poration,  should  exercise  his  right  to 
purchase  the  equipment  that  he  con¬ 
sidered  best  for  his  own  department.  The 
architect  was  most  receptive. 

Following  this  Salesman  Rogers 
visited  every  member  of  the  Committee 
(most  of  whom  had  no  experience  with 
typewriters  and  were  merely  parroting  a 
shibboleth)  and  persuaded  them  that 
their  decision  was,  in  effect,  a  vote  of  “no 
confidence"  in  the  architect. 

A  few  week's  later  the  Committee 
reversed  its  decision  with  no  dissenting 
vote  and  Salesman  Rogers  got  the  order. 

— Associate  Editor  Trefzger 


NEWCASTLE:  Leading  British 
branch  celebrates  second  consecu¬ 
tive  annual  victory  at  Grand  Hotel. 
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PEORIA:  Chester 
Soucek,  left,  and 
Branch  Manager 
Longenecker 
stand  up  for  the 
photographer 
while  the  gentle¬ 
man  at  the  left 
catches  up  on  his 
drinking. 


District  Doings 

(■ Continued  from  page  7) 

Peoria 

J.  C.  Barrett,  accounting  machine 
salesman,  recently  secured  a  one  gross 
carbon  roll  order  from  a  single  machine 
user  and  three  dozen  carbon  rolls  and 
three  dozen  ribbons  from  another  single 
machine  user.  Okay,  Mr.  Lloyd? 

• 

When  Chester  Soucek  visited  this 
branch  the  streets  were  covered  with  ice 
and  he  literally  slid  from  one  appoint¬ 
ment  to  another.  Chester  did  a  wonder¬ 
ful  job  of  good-will  building  among 
Underwood  users  and  prospects  and  se¬ 
cured  splendid  publicity  in  connection 
with  his  many  appearances. 

The  accompanying  picture  was  taken 
on  the  occasion  of  Chester’s  appearance 
before  265  members  of  the  Peoria  Adver¬ 
tising  and  Selling  Club,  at  which  he  gave 
a  clever  demonstration  that  went  over 
big  with  men  and  women  who  know  a 
good  “show”  when  they  see  one. 

—Associate  Editor  Longenecker 
Davenport 

We  wish  to  report  that  Eugene  Burke 
has  been  employed  in  our  accounting  ma¬ 
chine  division  as  a  salesman ;  and  that 
Sidney  Boots  has  been  transferred  from 
Ottumwa,  Iowa,  to  our  service  department 
in  the  adding  machine  division.  We  are 
glad  to  have  both  these  new  men  with  us. 

—Associate  Editor  Anglim 

Des  Moines 

Id.  J.  Seaver,  serviceman,  announces 
the  arrival  of  a  seven  and  one-half  pound 
son— Robert  Herrick  Seaver,  adding  an¬ 
other  smiling  face  to  the  ever-growing 
UEF  family. 

Milwaukee 

We  are  very  pleased  to  advise  that  the 
Hartmann  Trunk  Company  of  Racine, 
Wisconsin,  has  just  completed  a  special 
trunk  for  use  “on  location”  by  Cecil  B. 
DeMille;  and  that  said  trunk,  as  shown 
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in  the  picture  herewith,  is  fitted  with  an 
Underwood  Noiseless  Portable  No.  77. 
This  is  to  be  Director  DeMille’s  travel¬ 
ing  office. 

—Branch  Manager  Franke 


Rebellion  in  St.  Paul 


Until  four  weeks  ago,  when  sub-zero 
weather  and  six-foot  snow  drifts  over¬ 
shadowed  every  human  emotion,  I  was 
irritated  by  repeated  slanderous  refer¬ 
ences  in  the  UEF  NEWS  to  my  sitting 
down. 

This  monstrous  fiction  was  started  by 
a  certain  gentleman  in  Minneapolis,  one 
of  the  suburbs  of  this  fair  city,  and  is  a 
dastardly  canard  (lie,  to  you). 

Not  only  was  I  member  of  the  Stand¬ 
ing  Army,  and  am  still  a  member  of  sev¬ 
eral  Standing  Committees;  but,  as  I 
adequately  demonstrated  at  Montauk,  I 
am  quite  capable  of  perpendicular  loco¬ 
motion. 

I  have  stood  about  as  much  of  this  in¬ 
ane  persiflage  as  I  intend  to  stand  for! 

—Branch  Manager  Crowley 

(Goody!  Goody!  We’ve  started  some¬ 
thing!  Let’s  you  and  S.  S.  have  a  fight, 
Dan!  Name  your  own  weapons.  And  I’ll 
challenge  the  winner  to  a  bout — with  S. 
and  S.* — Editor.) 

*Scotch  and  Soda. 


St.  Paul 

It  is  a  pleasure  to  announce  the  pro¬ 
motion  of  Henry  Carter,  serviceman, 
to  the  typewriter  sales  staff;  and  of  J.  H. 
O’Keefe  from  junior  to  senior  salesman 
in  the  same  division. 

—Associate  Editor  Curtis 

Minneapolis 

I  attach  hereto  a  photograph  of  a 
Hindu  missionary  at  Kottarakara,  Tra- 
dancore,  South  India,  with  the  thought 
that  perhaps  the  lady  in  white,  working 
under  the  protection  of  a  fan,  may  recall 
pleasant  memories  of  Montauk  to  some 
of  the  boys  who  are  now  doing  mission¬ 
ary  work  where  the  temperature  regis¬ 
ters  in  the  “below  zero”  zone. 

Here  in  Minneapolis  we  have  been 
working  in  an  average  temperature  of 
20°  below  zero  for  22  days. 

The  other  day  one  of  the  boys  came  in 
with  his  ears  frozen— it  was  34  below 
that  day— and  fell  to  cogitating  about 
what  the  “poor  Indians”  did  in  such 
weather.  When  I  suggested  that  they, 
undoubtedly,  used  buffalo  robes  he  re¬ 
plied,  after  looking  off  into  space  with 
an  abstract  philosophical  expression:  “I 
understand  that  but,”  and  just  then  a 
shiver  wracked  his  frame  from  top  to 
toe,  “how  in  Hell  did  they  keep  from 
shaking  them  off  when  they  shivered?” 

Hoping  you  are  the  same,  I  am,  yours 
sincerely 

—Associate  Editor  Baker 

Editor’s  Note:  Just  a  Pal!  Br-r-r-r-r! 


MINNEAPOLIS:  A  missionary  in 
India  tries  to  keep  cool  while  writ¬ 
ing  on  an  Underwood  while  Branch 
Manager  Baker  (not  shown)  tries  to 
keep  warm. 


UEF  NEWS 


St.  Louis 

Minneapolis  Day  was  suitably  cele¬ 
brated  at  our  February  1 4th  Sales  Meet¬ 
ing,  through  the  financial  assistance  of  a 
check  donated  by  Steve  Baker’s  Minne¬ 
apolis  aggregation.  Winning  a  bet  from 
a  good  office  like  Minneapolis  calls  for  a 
real  celebration! 

• 

Our  congratulations  to  Salesman  Bel- 
shaw  who  obtained  an  order  for  six 
10140P  Sundstrands  after  eliminating 
the  entire  competitive  field. 

It  was  a  pleasure  to  have  Chester 
Soucek  with  us  for  one  week.  He  cer¬ 
tainly  sells  “Underwood”  whenever  he 
demonstrates  the  arts  of  speed  and  ac¬ 
curacy  in  typewriting. 

Here’s  a  letter  we  received  from  one 
of  our  good  school  customers: 

“Thank  you  so  much  for  sending  Mr. 
Chester  Soucek  out  to  our  school  this  after¬ 
noon.  His  demonstration  was  excellent  and 
I  am  sure  our  students  will  derive  a  great 
deal  of  benefit  from  it.” 

That  goes  double  for  us  and  we  hope 
we  will  have  him  with  us  again. 

—Associate  Editor  Schmerge 


ATLANTIC 


Boston 

A  short  while  ago  we  received  a  nice 
letter  from  Mr.  S.  Corey,  Supply  Officer 
of  the  Baeli,  the  ship  used  for  the  second 
Byrd  Antarctic  Expedition.  It  read  as 
follows: 

“I  am  very  glad  to  report  to  you  on  the 
performance  of  the  Underwoods  we  selected 
for  our  trip  to  the  Antarctic. 

“My  duties  as  supply  officer  called  for  a 
lot  of  typewriting  at  all  times  and  in  all 
kinds  of  places  under  all  kinds  of  conditions. 

“I  first  used  in  Boston  No.  6-11/4071402 
in  procuring  supplies  for  the  trip.  After  we 
got  under  way  I  used  it  continually  at  sea 
and  in  spite  of  almost  continual  dampness 

BOSTON:  Supply  Officer  Corey. 


over  a  three  months  period  it  functioned 
perfectly. 

"Next,  after  a  lot  of  bouncing  around  on 
a  dog  team,  it  found  its  way  to  a  temporary 
resting  place  under  my  bunk  in  Little  Amer¬ 
ica.  I  used  it  all  winter  long  and  then,  to  cap 
it  off,  I  used  it  all  the  way  home  across  the 
Pacific  and  now,  in  my  home,  I  am  answer¬ 
ing  letters  for  Admiral  Byrd;  cleaning  up 
the  last  details  of  the  expedition. 

“Underwoods  certainly  justified  their  se¬ 
lection  as  part  of  our  equipment  for  the  trip.’’ 

—Associate  Editor  Prentice 
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Providence 

Meet  E.  R.  Arnold  who  has  cast  his 
fate  with  us  as  a  salesman  in  the  adding 
machine  division.  Figures  for  last  year 
indicate  that  Mr.  Arnold  is  headed  for 
success  in  his  new  field  of  endeavor. 

Springfield 

The  latest  addition  to  our  organization 
is  J.  P.  Amberlock,  who  is  “learning 
the  ropes”  as  a  junior  salesman  in  the 
typewriter  division. 
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Lawrence 

New  to  this  sub-branch 
is  G.  H.  Roundy,  junior 
typewriter  salesman. 


BROCKTON:  “Hot  Dog” 
Ockers  delivers  thirty  No.  77 
Noiseless  Portables  to  the  Mil- 
ton  High  School.  If  this  picture 
wasn’t  taken  last  summer  we’ll 
eat  that  straw  hat,  ribbon  and 
all!  This  order,  with  lots  of 
others,  explains  Sub-branch 
Manager  Ockers’  high  quota 
performance  in  1935. 


Rochester 

Lester  A.  Wallinger,  accounting  ma¬ 
chine  salesman  here,  has  been  elected 
commander  of  the  newly-organized  Free¬ 
man  C.  Allen  Post,  American  Legion. 
If  Mr.  Wallinger ’s  experience  in  this 
work  runs  true  to  form  he  will  find  this 
public  service  of  inestimable  value  in 
connection  with  his  day-to-day  selling. 

—Associate  Editor  Smith 

Albany 

R.  E.  Wiley,  new  to  our  organization, 
is  learning  rapidly  why  Underwood, 
Elliott-Fisher  and  Sundstrand  account¬ 
ing  machines  speed  the  world’s  business. 
We  predict  a  successful  selling  career 
for  him. 

Utica 

A  “new  face”  at  this  office,  is  that  of 
W.  A.  McNamara,  accounting  machine 
salesman.  And  a  nice  face  it  is,  too! 


Hartford  Factory 

Forty  children  of  the  Newington  Home 
for  Crippled  Children  were  entertained 
at  a  Christmas  Party  given  by  the  Under¬ 
wood  Elliott  Fisher  Social  Club  in  the 
Club!  ’s  rooms  in  the  Hartford  factory. 

Santa  Claus  was  played  by  the  genial 
William  Shea  and  to  him  fell  the  happy 
task  of  distributing  gifts  of  toys,  games 
and  candy  to  each  child.  A  collection 
from  the  members  of  the  Club  resulted  in 
a  donation  of  $100  to  the  Home. 

After  the  children’s  party  was  over 
the  members  of  the  Club  sat  down  to  a 
Turkey  Dinner  which  was  followed  by 
a  bowling  match  between  two  teams.  One 
team  was  captained  by  C.  D.  Rice,  Vice- 
president,  who  had  as  his  team-mates, 
R.  M.  Eames,  Assistant  Works  Manager; 
H.  C.  Edgerton,  General  Superintend¬ 
ent;  J.  H.  Garsden,  Mechanical  Engi¬ 
neer;  U.  F.  Schneble,  Assistant  Super- 
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intendent,  accounting  machine  division. 

The  opposing  team,  which  won  by  34 
pins,  was  captained  by  H.  C.  Foulkes, 
Assistant  Superintendent,  manufactur¬ 
ing  Division;  and  consisted  of  W.  A. 
Dobson,  Chief  Development  Engineer, 
portable  division;  F.  W.  Cleveland. 
Divisional  Superintendent;  W.  F.  Hel- 
mond,  Chief  Development  Engineer, 
standard  division;  and  E.  K.  Timmer¬ 
man,  Superintendent,  portable  division. 

Bowling  was  then  open  to  all  and 
prizes  were  won  as  follows:  winning  on 
odd  ball— R.  Clough;  one  ball  contest— 
E.  Sundell;  three  ball  contest  — J. 
O’Keefe;  high  one-mark  contest— T. 
Hussey. 

E.  G.  Pitkin,  Chairman  of  the  Bowl¬ 
ing  Committee  was  in  charge  of  Sports. 
William  Shea  was  in  charge  of  the  din¬ 
ing  room. 

Officers  of  the  Social  Club  are  as  fol¬ 
lows:  President,  C.  A.  Allen;  Vice- 
president,  W.  R.  Elliott;  Secretary,  C. 
Burns;  Financial  secretary,  C.  A. 
Downey;  Treasurer,  C.  B.  Clark. 

Hartford  Branch 

Newspaper  advertising  and  window 
displays  heralded  the  arrival  last  month 
of  Barney  Stapert  who  gave  demon¬ 
strations  of  speed  writing  on  the  Under¬ 
wood  Portable  in  one  of  the  high  schools 
and  in  the  store  of  “Bill”  Daily,  popular 
typewriter  dealer  of  Hartford. 

Barney’s  demonstrations  in  the  store 
were  witnessed  by  about  one  thousand 
men,  women  and  children  despite  the 
fact  that  the  thermometer  was  flirting 
with  zero  all  the  time  that  he  was  in  town. 

Other  visitors  to  this  branch  recently 
included  the  Editor  of  the  UEF  NEWS. 


who,  with  Frank  Cunningham  of  the 
publicity  division,  was  visiting  the  fac¬ 
tory  in  connection  with  work  on  a  moving 
picture  of  various  factory  operations. 

—Associate  Editor  Seymour 

The  whole  truth  is  that  your  Editor 
visited  the  Hartford  Branch  about  11 
o’clock  on  the  night  of  January  30th 
and  found  all  hands  hard  at  work.  A 
very  disconcerting  experience  since 
your  Editor  thought  he  had  a  corner 
on  the  night-work  market! 

The  rest  of  the  truth  is  that  Branch 
Manager  Smith  is  a  very  gracious  host 
and  that  his  window  displays  icere  un¬ 
usually  attractive.  We  enjoyed  our  short 
stay  immensely. — Editor. 


EASTERN 


Charlotte 


IDEAS 


While  0.  H.  Zaun,  special  repre¬ 
sentative  of  the  typewriter  division,  was 
_  I  |  visiting  here,  he  and  T. 
^  t  L  L  A.  Bowdoin,  our  Columbia 
salesman,  called  on  the 
State  of  South  Carolina 
Highway  Department.  Mr.  Zaun  was 
very  much  impressed  by  an  installation 
of  fifteen  Underwoods  which  are  used 
for  cataloging  motorists’  names,  ad¬ 
dresses,  automobile  license  numbers  and 
serial  numbers  of  the  cars. 

A  typist  lists  numerically  100  numbers 
and  names  on  8V2  x  11  sheets,  using  pica 
type  and  DeLuxe  Ribbons,  especially 
inked  for  multilith  work.  The  work  is 
reduced  to  about  one-third  original  size 
and  several  thousand  copies  of  each  list 
are  run  off  for  distribution  to  State  Pa¬ 
trolmen,  advertising  agencies,  automo¬ 
bile  supply  concerns  and  automobile 


HARTFORD :  Happy  faces  at  the  factory  Christmas  party. 


sales  agents.  By  this  quick  method  lists 
are  readily  kept  up  to  date. 

This  new  system,  in  addition  to  saving 
time  and  money,  creates  a  new  use  in  the 
Highway  Department  for  Underwood 
typewriters  and  DeLuxe  Ribbons. 

• 

Another  recent  visitor  to  this  office 
was  Walter  Wendt  of  the  supply  divi¬ 
sion  who  gave  us  many  valuable  sugges¬ 
tions  on  increasing  our  supply  sales. 

Walter  knows  his  supplies  and  we 
believe  Charlotte  will  show  a  substantial 
increase  in  supply  business  as  a  result  of 
his  visit. 

— Associate  Editor  McDowell 

Philadelphia 

A  baby  girl  is  the  most  recent  addition 
to  the  family  of  Joseph  Weidringer, 
typewriter  serviceman.  Congratulations, 
Mr.  and  Mrs.  Weidringer. 


We  are  happy  to  announce  that  our 
typewriter  sales  force  has  been  aug¬ 
mented  by  A.  G.  Swain  whose  wide 
acquaintanceship  in  Philadelphia  will 
undoubtedly  prove  very  beneficial  to 
him  in  his  new  work. 


SELL 

SERVICE 


Recently  our  supply  department  was 
called  on  to  make  immediate  delivery 
of  two  special  blue 
record  and  purple 
copy  bichrome  rib¬ 
bons.  We  did  not 
have  these  ribbons  in  stock  and  so  Miss 
Rumpf,  our  extremely  able  Supply 
Order  Dispatcher,  took  two  blue  record 
and  two  purple  copy  ribbons;  cut  six 
yards  from  each  ribbon  and  sewed  six 
yards  each  of  the  blue  and  purple  rib¬ 
bons  together,  making  two  tandem  rib¬ 
bons  of  the  required  combination. 

This  excellent  service  helped  to  pave 
the  way  for  an  order  which  we  believe 
will  be  for  three  Noiseless  machines. 


• 

Jack  Wehrley,  our  genial  wholesale 
portable  representative,  has  just  com¬ 
pleted  twenty-five  years  of  continuous 
service  in  the  UEF  organization.  Our 
best  wishes,  Jack,  for  your  continued 
success  during  the  next  quarter  century. 


W.  C.  Grieves,  after  spending  a  num¬ 
ber  of  years  breezing  about  on  the  Seven 
Seas,  now  has  an  opportunity  to  breeze 
about  in  one  of  our  typewriter  territories. 
Smooth  sailing,  Mr.  Grieves! 

The  right-hand  of  UEF  fellowship  is 
extended  to  A.  W.  DeLong  who  has 
joined  our  organization  as  a  salesman  in 
the  adding  machine  division. 

—Associate  Editor  Hilliard 
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HILLS:  Patricia  Ziegfeld,  18-year-old  daughter  of  the  late  Florenz 
Ziegteld,  turns  columnist  on  the  newspaper  purchased  by  Will  Rogers,  Jr 
Of  course,  like  every  good  newspaper  woman,  she  uses  an  Underwood. 


Scranton 

No  salesman  likes  to  receive  a  turn¬ 
down,  but  when  the  reason  is  as  good 
as  those  set  forth  in  a  letter  which  came 
to  Salesman  Bradley,  it  isn’t  so  hard 
to  take. 

Mr.  Bradley  had  placed  an  Under¬ 
wood  typewriter  on  trial  with  the  secre¬ 
tary  of  a  school  board,  who  wrote  back 
to  say  that  State  Inspectors  had  ordered 
the  Board  to  install  an  approved  Fire 
Alarm  System,  an  Emergency  Lighting 
System  for  the  Auditorium,  new  clothes 
lockers  and  a  new  flagpole;  which  left 
nothing  in  the  budget  to  pay  for  a  new 
typewriter.  And  that’s  the  kind  of  com¬ 
petition  that’s  hard  to  beat. 

— Associate  Editor  McFarland 
Washington 

Ross  Gleeson,  typewriter  salesman, 
started  the  New  Year  with  an  order  from 
the  White  House  Executive  offices  for 
two  11"  Underwood  Specials— his  first 
order  in  January. 

Following  the  delivery  of  the  new  ma¬ 
chines,  Mr.  Gleeson  called  and  demon¬ 
strated  them  to  Mr.  Sanderson,  Chief  of 
the  Division,  and  to  twelve  members  of 
the  White  House  staff.  The  Executive 
Offices  are  equipped  approximately  90% 
with  Underwood  typewriters. 

—Associate  Editor  Helwig 

Baltimore 

M.  F.  Costello  has  been  added  to  the 
adding  machine  sales  division. 

Trenton 

Walter  Furfey  is  the  latest  addition 
to  the  adding  machine  sales  staff. 

Greensboro 

Up  the  ladder  steps  W.  C.  Mitchell, 
formerly  apprentice  in  the  service  de¬ 
partment,  who  is  now  a  member  of  the 
adding  machine  sales  organization  in 
Greensboro  territory. 


PACIFIC 


Los  Angeles 

The  new  Class  “A”  Sundstrand  ac¬ 
counting  machine  was  received  with  un¬ 
precedented  enthusiasm  by  our  account¬ 
ing  machine  salesmen.  Three  days  after 
the  first  machine  was  received,  E.  P. 
Baldwin,  salesman,  came  in  with  an 
order.  In  fact,  before  the  first  machine 
arrived,  P.  R.  Zimmerman,  assistant 
branch  manager,  sold  one  of  these  ma¬ 
chines  from  the  announcement  folder 
and  from  the  background  of  training  on 
the  machine  which  he  received  in  New 
York  last  summer.  Los  Angeles  is  going 
places  with  this  new  machine. 

• 

John  Hix,  author  of  “Strange  as  it 
Seems,’'  which  is  broadcast  by  the  Gil¬ 
more  Oil  Company  here,  goes  in  for 
extensive  research  work,  delving  deep 
into  ancient  history  for  strange  and  true 

FEBRUARY 


facts  for  his  broadcasts.  But  when  Author 
Hix  needed  a  new  typewriter  he  didn’t 
bother  with  any  research  work  at  all- 
just  bought  a  new  Underwood  Special. 
Now  “Strange  as  it  Seems”  is  written  on 
the  willing  keys  of  an  Underwood  Spe¬ 
cial  which,  on  second  thought,  doesn’t 
seem  strange  at  all,  considering  that  the 
Underwood  is  the  favorite  writing  ma¬ 
chine  of  so  many  authors,  playwrights 
and  radio  artists. 

• 

In  view  of  the  fact  that  your  Associate 
Editor  is  a  member  of  the  local  bowling 
team,  he  is  prevented  by  his  modesty  for 
extolling  the  skill  of  his  team  (/  know 
how  you  feel!— Editor)  but  he  is  willing 
to  go  on  record  right  now  that  the  Los 
Angeles  team,  captained  by  Jack  Abell, 
will  defeat  Ted  Sloat’s  Mile-High  City 
bowlers  on  the  night  of  February  6. 

—Associate  Editor  Dietrich 


It  is  with  a  feeling  of  profound  sorrow 
and  regret  that  we  announce  the  passing 
of  Mrs.  William  W.  Caffrey,  wife  of  our 
genial  assistant  branch  manager  in 
charge  of  the  adding  machine  division. 

The  sincere  sympathy  of  the  entire 
organization  is  extended  to  Mr.  Caffrey 
in  his  bereavement. 


In  answer  to  a  challenge  from  Cy 
Young  of  San  Francisco,  we  wired  him 
as  follows : 

“FEBRUARY  SALES  CONTEST  CHAL¬ 
LENGE  YOUR  LETTER  JANUARY 
THIRTIETH  ACCEPTED  SAME  TO  IN¬ 


CLUDE  CONSOLIDATED  MACHINE 
AND  SUPPLY  SALES  STOP  FORWARD¬ 
ING  CHECK  FIFTY  DOLLARS  TO  MR. 
COFFMAN  OFFICIAL  STAKEHOLDER 
AND  JUDGE  STOP  LOS  ANGELES  OR¬ 
GANIZATION  BEST  IN  PACIFIC  DIS¬ 
TRICT  BUSINESS  BOOMING  IN  SUNNY 
SOUTHERN  CALIFORNIA  STOP  SAN 
FRANCISCO  WIND-JAMMERS  MUST 
BATTLE  STRONG  TO  KEEP  FROM  BE¬ 
ING  SUNK  UNDER  AVALANCHE  OR¬ 
DERS  FROM  LOS  ANGELES  SPEEDY 
ALL  STAR  CRUISERS  STOP  MAY  THE 
BEST  GANG  WIN  LET’S  GO.” 

This  means  that  the  battle  is  on  be¬ 
tween  Los  Angeles  and  San  Francisco 
and  that  the  firing  from  both  sides  for 
the  rest  of  this  month  will  be  heavy. 

Information  as  to  the  outcome  will  be 
forwarded  for  publication  in  the  March 
issue  of  the  UEF  NEWS. 

• 

This  office  is  certainly  contest-minded. 
In  addition  to  the  February  Naval  En¬ 
counter  with  San  Francisco  and  the  Bowl¬ 
ing  Battle  with  Denver,  we  are  having  a 
local  inter-office  Battle  of  Brains  in  the 
form  of  a  contest  for  the  best  article  on 
"Why  I  Believe  Underwood  Elliott  Fisher 
Company  and  its  Products  are  the 
Leaders  in  the  Office  Machine  Field.”  A 
little  lengthy  for  a  title,  but  a  title  none¬ 
theless.  The  prize  is  a  beautiful  $7.50 
Fountain  Pen. 

We  have  appointed  “Esoup”  Campbell, 
Editor  of  the  UEF  NEWS  to  act  as  Judge 
in  this  contest.  ( Thanks ,  pal —Editor) 

J  he  rules  of  this  contest  are  very 
simple:  articles  must  contain  from  300  to 
500  words;  must  be  neatly  typed  on 
8%  x  11  paper;  no  papers  will  be  re- 
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SOB  SISTER:  “Toots”  starts  her 

biography  on  an  Underwood  and 

then  switches  to  the  .  .  . 

turned;  contest  closes  on  February  15, 
1936. 

— Branch  Manager  Johnson 

In  view  of  the  fact  that  we  “asked  for 
it,”  we  must  graciously  submit  to  being 
drafted  into  the  service  as  Judge  of  the 
above  contest.  Indeed,  ive  will  go  fur¬ 
ther,  ive  promise  that  all  papers  will  be 
read  promptly  and  that  the  winning 
essay  will  be  printed  in  the  March  issue 
of  the  UEF  NEWS. — Editor. 

Portland 

Promotions  and  changes  constitute 
most  of  the  news  from  this  branch  for 
this  month. 

Philip  J.  Opp,  formerly  office  and 
credit  manager  for  an  important  oil  com¬ 
pany  and  prominent  in  the  work  of  the 
local  Credit  Men’s  Association,  has 
joined  our  organization  as  a  full-fledged 
accounting  machine  salesman. 

• 

Don  Cruikshank,  for  many  years  an 
Underwood  salesman,  has  been  trans¬ 
ferred  to  Medford,  Oregon,  as  sub-branch 
manager.  Mr.  Cruikshank’s  territory 
will  consist  of  the  far  southern  counties 
of  Oregon  and  Siskiyou  County,  Cali¬ 
fornia.  Associated  with  him  will  be  C.  C. 
Bailey,  an  experienced  Underwood  and 
Sundstrand  service  man,  who  is  known 
in  that  rugged  and  beautiful  mountain 
country  as  “Skipper.” 

• 

George  Linville,  for  many  years  ac¬ 
tive  in  the  Portland  service  department, 
is  now  Service  Manager,  succeeding  R. 
W.  Land  who  has  been  transferred  to 
Salem,  Oregon,  where  he  is  sub-branch 
manager. 


The  Misses  Grace  Frazier  and  Betty 
Hillis  are  welcome  additions  to  our  office 
personnel.  Miss  Frazier  is  doing  an  ex¬ 
cellent  job  on  our  carding  and  inventory 
records.  Miss  Hillis,  doing  stenographic 
and  clerical  work,  is  proving  herself 
invaluable. 

• 

Miss  Elva  Apperson,  after  twenty 
years’  service  with  this  office,  has  hun¬ 
dreds  of  friends  throughout  the  organi¬ 
zation  who  are  all  hoping  for  her  early 
return  to  the  office.  Miss  Apperson  has 
been  ill  since  November,  but  is  making  a 
determined  fight  to  get  back  onto  her 
feet. 

At  Eugene,  Oregon,  Carroll  Gro- 
shong,  veteran  Underwood  salesman, 
has  joined  forces  with  Sundstrand  Sales¬ 
man  Stevens  in  the  formation  of  an 
agency,  to  be  known  as  Stevens  &  Gro- 
shong.  They  will  represent  the  UEF  line 
in  the  upper  Willamette  valley. 

• 

Bert  Torson,  one  of  our  resourceful 
and  persistent  typewriter  salesmen,  re¬ 
cently  turned  his  car  over  while  on  the 
way  to  see  a  prospect.  Uninjured,  he 
climbed  out  of  the  car  and  continued  on 
foot.  Not  being  a  relative  of  Caspar  Mil¬ 
quetoast,  he  refused  to  be  deterred  by 
some  strikers  who  were  picketing  the 
prospect’s  premises. 

Once  inside  he  completed  his  errand 
by  making  a  substantial  sale. 

• 

Patrick  R.  Mahoney,  Sundstrand 
salesman,  has  sold  192  Sundstrands  to 
three  operating  subsidiaries  of  the  Elec¬ 
tric  Bond  &  Share  Co.,  over  a  period  of 
several  years.  Recently  he  sold  numbers 
193  and  194  and  fully  expects  to  hit  the 
“200”  mark  before  long. 

—Associate  Editor  Ehrsam 

El  Paso 

Miss  Anna  Dwyer,  guard  and  main¬ 
stay  of  the  UEF  Girls  Basketball  team 
in  the  Community  Center  League,  is 
gaining  much  favorable  publicity  by  her 
work  on  the  basketball  floor.  According 
to  a  recent  report  the  UEF  team  is  in 
second  place. 

—Associate  Editor  La  Tourette 

San  Francisco 

New  to  the  roster  of  adding  machine 
salesmen  is  R.  W.  Caswell.  Welcome 
and  good  luck. 

Salt  Lake  City 

After  a  whirlwind  finish  for  1935,  we 
pause  long  enough  to  take  stock  of  the 
year  just  finished  and  to  view  witli  satis¬ 
faction  the  following  accomplishments: 
Branch  over  quota  for  the  year. 

Three  salesmen:  Andrus,  Carmen 


and  Petersen,  won  membership  in  the 
All  Star  Salesmen’s  Club  and  also  won 
President’s  Reward  of  Merit  Checks. 

Branch  won  President’s  Reward  of 
Merit  Check. 

Branch  led  Pacific  District  for  the 
year  and  Pacific,  in  turn,  was  the  leading 
district  in  the  nation. 

Well,  that’s  that.  Now  it’s  1936.  So 
enough  of  this  reminiscing.  Back  to  the 
firing  line  with  eyes  forward  not  back¬ 
ward  ;  and  with  a  determination  to  better 
our  1935  mark. 

—Associate  Editor  Hall 

Phoenix 

We  are  pleased  to  announce  the  pro¬ 
motion  of  Service  Foreman  Fitzwater 
to  the  typewriter  sales  force.  Mr.  Fitz¬ 
water  had  his  first  training  in  the  serv¬ 
ice  school  at  Harrisburg  in  1925  and  has 
been  in  the  service  department  at  various 
branches  ever  since.  His  wide  knowledge 
of  our  line  bespeaks  his  success  in  sales 
work. 

Succeeding  Mr.  Fitzwater  as  service 
foreman  is  Vernon  B.  Smith,  who  will 
continue  the  splendid  record  for  prompt 
and  intelligent  service  which  the  former 
established. 

—Associate  Editor  Russell 

Seattle 

William  von  Hacht  was  a  recent  visitor 
to  this  office  and  it  certainly  was  a  pleas¬ 
ure  for  us  to  see  Von  again  as  he  always 
leaves  us  with  a  determination  to  secure 
more  accounting  machine  business  and  a 
feeling  of  satisfaction  that  we  have  the 
privilege  of  selling  the  finest  and  most 
complete  line  of  accounting  machines  in 
the  world. 

—Branch  Manager  Fink 

.  .  .  CAMERA:  and  tries  to  figure 
out  liow  the  darn  thing  works  so  she 
can  take  a  picture  for  the  UEF 
NEWS. 
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New  York:  342  Madison  Avenue 

To  A.  E.  Tongue,  manager,  Publicity 
Division,  came  this  letter  from  the  Tom 
Mix  Circus  and  Wild  West  Show: 

“Here’s  good  news!  The  entire  office  staff 
and  the  publicity  staff  of  the  TOM  MIX 
CIRCUS  have  gone  Underwood.  Your  new 
portables,  both  Noiseless  and  Universal, 
have  found  great  favor  with  this  outfit. 

“Tom’s  personal  machine  is  an  Under¬ 
wood  Noiseless  Portable. 

“Our  publicity  department,  our  advance 
department  and  our  office  staff  are  all  equip¬ 
ped  with  Underwoods.  To  say  that  we  are 
well  pleased  with  the  sturdy,  efficient  and 
smooth-working  machines  is  putting  it  very 
mildly.” 

Very  truly  yours, 

(signed)  Edward  L.  Conroy 

Director  of  Publicity. 

New  York:  63  Vesey  Street 

Paul  Mogelvang,  formerly  Associate 
Editor  of  the  UEF  NEWS  for  Denmark 
and  salesman  at  Copenhagen,  is  now  a 
member  of  the  New  York  adding  machine 
sales  force  and  we  wish  him  every  success. 


A  new  junior  salesman  in  the  type¬ 
writer  division  is  J.  W.  Ross. 


One  of  the  old,  conservative  real  estate 
firms  of  New  York,  decided  not  long  ago 
to  modernize,  in  a  conservative  way,  of 
course,  by  installing  a  new  adding  ma¬ 
chine  in  the  quarters  which  they  have 
occupied  since  the  Gay  Nineties. 

For  years  their  old  adding  machine 
had  stood  in  the  washroom;  but  instead 
of  gathering  the  dust  of  the  three  decades 
since  its  purchase  in  a  day  when  it  was 
considered  one  of  the  great  inventions  of 
all  time,  it  had  been  put  to  many  uses 
as  indicated  in  this  drawing  from  the  ver¬ 
satile  pen  of  Lou  Allen. 


—  ALLEH'- 
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When  Frank  Boden,  resourceful 
Sundstrand  salesman,  learned  that  this 
customer  was  anxious  to  have  a  new  add¬ 
ing  machine  which  would  provide  all  the 
comforts  and  conveniences  of  the  old 
one,  and,  at  the  same  time,  provide  3- 
Point  Control,  he  went  into  a  huddle  with 
himself  which  gave  rise  to  a  nightmare 
which  Lou  Allen  has  also  illustrated. 


• 

Further  evidence  that  persistence  pays 
is  offered  once  more  by  M.  R.  Silvay, 
adding  machine  salesman,  whose  record 
of  calls  on  one  customer  was  set  forth  in 
detail  in  the  January  issue  of  the  NEWS. 

Recently  Mr.  Silvay  completed  a  sale 
which  had  its  beginnings  with  a  call  on 
the  prospect  on  October  30,  1935.  After 
three  months  of  demonstration,  trial,  in¬ 
struction  and  assistance  on  actual  work, 
the  bulk  of  which  consisted  of  figuring 
interest  at  nine  different  rates,  Salesman 
Silvay,  on  the  last  day  of  January,  at 
five  o’clock  in  the  afternoon  received  the 
signed  order  for  one  10140P5. 

This,  I  guess,  is  what  Mr.  Eylar  meant 
in  his  article  last  month,  when  he  talked 
about  building  up  the  “overdrive”  in 
selling. 

—Associate  Editor  Peters 

White  Plains 

A  new  sub-branch  of  the  New  York 
typewriter  division  has  been  opened  at 
56  Mamaroneck  Avenue  under  George 
Brinley,  sub-branch  manager. 

White  Plains  is  the  county  seat  of 
Westchester  County  and  the  home  of 
many  important  business  concerns. 

Newark 

There  are  a  host  of  new  faces  in  this 
office  these  days.  In  the  service  depart¬ 
ment  is  Thomas  Durnin,  who  came  over 
from  New  York  to  take  charge;  and  also 
Charles  Vittello,  typewriter  division; 
W.  F.  Beames,  Sundstrand  division;  and 


PATERSON :  W.  D.  Plumb,  sub¬ 


branch  manager,  as  he  looked  on 
“Old  Ironsides”  in  1931.  Mr.  Plumb 
is  the  only  surviving  member  of  the 
crew  of  the  old  frigate  “Constitu¬ 
tion,”  having  “signed  on”  when  he 
was  18  years  old.  In  1931  the  U.  S. 
Navy  asked  him  to  take  a  two-weeks’ 
“guest  cruise”  on  the  re-conditioned 
frigate. 

Theodore  Gabel,  Elliott-Fisher  division. 

New  to  our  sales  organization  are 
Frank  Gilbert,  J.  G.  Romero  and  L.  L. 
Santoro,  adding  machine  division;  and 
W.  S.  Eastly,  accounting  machine  divi¬ 
sion. 

Miss  Jean  Peters,  new  to  our  steno¬ 
graphic  department,  is  already  known  as 
"Miss  Elliott-Fisher.” 

Arthur  Mullen,  typewriter  service¬ 
man,  has  been  promoted  to  service  on  the 
new  Underwood  accounting  machine, 
having  completed  the  course  given  by  the 
Service  School.  Bill  Bierman  has  given 
up  bench  work  in  favor  of  delivering  and 
is  now  sporting  a  classy  looking  truck 
and  delivering  machines  with  a  smile. 

• 

Miss  Lucille  Vitello  has  been  en¬ 
gaged  to  replace  Miss  Mildred  Lim- 
bacher,  who  resigned  to  be  married. 

A.  J.  Scholtz,  who  has  been  making 
good  on  adding  machine  sales,  has  been 
advanced  and  given  a  territory  on  ac¬ 
counting  machines. 

A  Christmas  baby  whose  nativity  was 
omitted  from  the  last  issue  of  the  NEWS, 
is  Charles  Jr.,  son  of  Mr.  and  Mrs. 
Charles  Lotka,  Elliott-Fisher  service¬ 
man.  Charles  Jr.,  was  born  December  7, 
1935.  —Associate  Editor  Young 
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Selling  Sundstrands 

( Continued  from  page  3) 

and  Sundstrand  adding  machines,  the 
dealer  in  Copenhagen  had  to  pay  a  tax 
of  24%  in  addition  to  the  regnlar  import 
duty. 

Business  men  in  most  European  cities 
will  not  accept  a  machine  on  trial,  unless 
they  have  already  made  up  their  minds 
to  buy.  In  this  country  it  is  relatively 
simple  to  place  machines  on  trial,  and, 
by  the  same  token,  it  is  just  as  easy  for 
the  prospect  to  say  “No,”  when  the  trial 
period  is  over.  In  Copenhagen  a  prospec¬ 
tive  buyer  may  permit  a  number  of  com¬ 
petitors  to  place  machines  on  trial;  but 
the  competing  salesmen  know  from  the 
outset  that  he  will  buy  from  one  of  them. 
Such  is  not  always  the  case  in  this 
country! 

Price  maintenance  is  probably  the 
greatest  problem  of  the  European  sales¬ 
man.  It  is  not  infrequent  to  accede  to 
demands  of  10%  discount  for  cash.  And 
when  the  customer  gives  his  ultimatum, 
“20%  or  take  back  the  machine,”  the 
experienced  salesman  deducts  the  20% 
and  takes  a  bawling  out  from  his  boss 
later.  Of  course,  list  prices  in  Denmark 
are  very  much  higher  than  in  America. 
Once  the  price  has  been  agreed  upon, 
however,  the  words,  “Send  a  receipted 
bill”  are  enough.  When  the  bill  is  pre¬ 
sented  the  purchase  price  is  paid 
promptly  and  usually  in  cold  cash.  This 
reduces  credit  and  collection  worries  to 
a  minimum. 


Atlantic  District 

Albany,  T.  J.  McMahon;  Boston, 
C.  H.  Prentice  and  H.  T.  McBrien; 
Buffalo,  Jack  Tench;  Hartford, 
A.  A.  Seymour;  New  Haven,  R.  A. 
Howard;  Portland,  P.  S.  Donovan; 
Providence,  W.  Boehnke  and  W.  T. 
Austin ;  Rochester,  Charlotte  Smith ; 
Springfield,  R.  E.  Ward;  Syracuse, 
F.  M.  Quirk. 

New  York  District 

New  York,  G.  A.  Meinecke,  A.  H. 
Peters  and  A.  W.  Beecher;  Comptrol¬ 
ler’s  Dept.,  J.  H.  Gilmore;  Treasurer’s 
Dept.,  W.  V.  G.  Riblet;  Newark, 
H.  L.  Young. 

Eastern  District 

Allentown,  J.  A.  Downs;  Balti¬ 
more,  H.  L.  Disney;  Charlotte,  W. 
R.  McDowell;  Harrisburg,  H.  B.  Tay¬ 
lor;  Philadelphia,  L.  H.  Hilliard; 
Richmond,  Ogarita  G.  Myers;  Scran¬ 
ton,  L.  E.  Decker;  Washington,  H. 
H.  R.  Helwig  and  J.  Y.  Brownell. 

Central  District 

Akron,  G.  R.  Windsor;  Cincinnati, 
A.  E.  Zugelter;  Cleveland,  A.  J.  Mc- 
Nellan;  Columbus,  A.  B.  Chrisman; 
Detroit,  E.  A.  Glassford;  Grand 


BOWLING  NEWS 

Roll-Off  for  Bowling  Trophy  Now  Underway 


HANDICAPS  for  the  eleven  teams  in 
the  UEF  Bowling  League  have 
been  established  based  on  scores  sub¬ 
mitted  during  the  past  few  months. 

On  February  10,  a  four  weeks'  roll-off 
started  to  decide  the  winning  team  in 
the  League.  The  team  totalling  the  high¬ 
est  pin-fall  in  twelve  games  will  be 
awarded  the  custody,  for  one  year,  of  the 
beautiful  bowling  trophy  donated  to  the 
League  by  General  Sales  Manager 
Wright. 


To  date  the  standings  of  the  teams  in 
the  League  are  as  follows 


T  earn 

IF  on 

Lost  Percentage 

Bridgeport  .  . . 

....  14 

1 

.933 

Vesey  St.  No.  1 

. ...  14 

1 

.933 

Los  Angeles  .  . 

. ...  13 

2 

.866 

Madison  Avenue. . .  11 

4 

.733 

Buffalo . 

.  ...  10 

5 

.714 

Chicago . 

. ...  10 

5 

.714 

Grand  Rapids 

....  9 

6 

.600 

Columbus  .... 

.  .  .  .  8 

7 

.533 

Vesey  St.  No.  2 

....  8 

7 

.533 

Denver  . 

....  6 

9 

.400 

Green  Bay  . . . . 

....  5 

10 

.333 

High-scores 

of  individual  bowlers  are 

listed  below. 

The  scores 

given  are  the 

best  so  far  in 

1936: 

One  Game 

Name 

Branch 

High  Score 

Huber 

Grand  Rapids 

279 

Landmark 

Denver 

259 

Evans 

Vesey  St. 

245 

Kamens 

Vesey  St. 

244 

Reinhart 

Grand  Rapids 

244 

Anderson 

Chicago 

242 

Bell 

Vesey  St. 

242 

Clark 

Vesey  St. 

237 

Associate  Editors 


Rapids,  Miss  Ruth  Schmidt;  Louis¬ 
ville,  F.  S.  Roberts;  Pittsburgh, 
L.  S.  Webster;  Toledo,  J.  R.  Gardi¬ 
ner;  Youngstown,  C.  T.  Boulware. 

Western  District 

Chicago,  F.  C.  Snow,  G.  Birming¬ 
ham  (service)  ;  Davenport,  F.  M. 
Anglim;  Des  Moines,  E.  M.  Whit¬ 
aker;  Green  Bay,  C.  B.  Bretzke; 
Indianapolis,  Marion  Darr;  Kansas 
City,  D.  E.  Conklin;  Milwaukee, 
C.  M.  Murphy;  Minneapolis,  S.  S. 
Baker;  Omaha,  Marion  Dennis;  Pe¬ 
oria,  A.  V.  Longenecker;  Rockford, 
C.  R.  Oehler;  South  Bend,  W.  A. 
Hazelton;  St.  Louis,  Miss  M. 
Schmerge;  St.  Paul,  J.  C.  Curtis. 

Pacific  District 

Boise,  A.  J.  Salisbury;  Butte,  W. 
Crist;  Denver,  A.  D.  Brown;  El 
Paso,  E.  W.  La  Tourette;  Fresno, 
L.  A.  Weitz;  Los  Angeles,  W.  J. 
Dietrick;  Phoenix,  G.  G.  Russell; 
Portland,  F.  C.  Aff;  Sacramento, 
A.  G.  Walsh;  Salt  Lake  City,  Bere¬ 
nice  Daley;  San  Diego,  J.  J.  Voor- 
heis;  San  Francisco,  Selma  Stein; 
Seattle,  Aurelia  Lonseth;  Spokane, 
R.  C.  La  Torres. 


Walter 

Buffalo 

235 

Lott 

Los  Angeles 

234 

Abell 

Los  Angeles 

232 

Zimmerman 

Los  Angeles 

232 

Leonard 

Vesey  St. 

228 

Nordbruck 

Vesey  St. 

226 

Logothetti 

Chicago 

225 

Bachman 

Columbus 

224 

Grobauer 

Vesey  St. 

224 

Hughes 

342  Madison  Ave. 

224 

O’Keefe 

Vesey  St. 

224 

Byrd 

Vesey  St. 

223 

Glinsman 

Vesey  St. 

222 

Young 

Vesey  St. 

221 

Mitchel 

Vesey  St. 

220 

MacDonald 

Bridgeport 

218 

Hoffman 

Bridgeport 

218 

Sot 

Vesey  St. 

215 

Becker 

342  Madison  Ave. 

214 

Arnold 

Vesey  St. 

213 

Crockett 

Vesey  St. 

213 

Cullman 

Columbus 

213 

Hall 

342  Madison  Ave. 

213 

Wilson 

Green  Bay 

213 

Earley 

Bridgeport 

212 

Bamford 

Bridgeport 

211 

Lippert 

342  Madison  Ave. 

211 

Branchaud 

Grand  Rapids 

210 

Gilmore 

Vesey  St. 

210 

Feltenberger 

Vesey  St. 

208 

Baebler 

Vesey  St. 

206 

Harper 

Chicago 

205 

McDonald 

Buffalo 

204 

Bretzke 

Green  Bay 

203 

Pfieffer 

Columbus 

203 

Hershey 

342  Madison  Ave. 

202 

Peal 

Los  Angeles 

202 

Rowe 

Vesey  St. 

202 

Fredericks 

Vesey  St. 

201 

Poulton 

342  Madison  Ave. 

201 

Thayer 

Buffalo 

201 

Southern  District 

Atlanta,  Frances  Morgan;  Bir¬ 
mingham,  F.  A.  Knowles;  Dallas, 
N.  W.  McCormick;  Houston,  O.  H. 
Cook,  Jacksonville,  J.  W.  Roberts; 
Memphis,  Sam  Cooper;  Nashville, 

J.  A.  Pittman;  New  Orleans,  J.  L. 
Videau ;  Oklahoma  City,  Elsie  Gibbs. 

Export  Service 

F.  D.  Lehn.  George  Bender. 

Foreign 

Austria,  K.  Weiss;  Austria  and 
Balkans,  S.  Surmagne;  Belgium,  J. 
LePas;  Bulgaria,  E.  Warthanesian; 
Canada,  J.  L.  Seitz;  Czechoslovakia, 

K.  Tuebner;  Cyprus,  Miss  A.  Mar- 
couillides;  Denmark,  A.  Laursen; 
England,  E.  A.  Trefzger;  Estonia, 
K.  Rosenberg;  France,  L.  Grand- 
jean;  Germany,  A.  Lorant;  Hun¬ 
gary,  Dr.  P.  Kovacs;  Italy,  Dr.  G.  G. 
Rosso;  Latvia,  0.  A.  Hansen;  Nor¬ 
way,  D.  Bentzen;  Spain  (Barce- 
Switzerland,  Fritz  Beetschen;  Syria, 
J.  C.  Khouri. 
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JANUARY 


JANUARY 

1.  New  York 

2.  Pacific 

3.  Southern 

4.  Eastern 

5.  Central 

6.  Atlantic 

7.  Western 


1.  Hartford 

2.  Spokane 

3.  El  Paso 

4.  Washington 

5.  New  York  (T) 

6.  San  Francisco 

7.  Salt  Lake  City 

8.  Phoenix 

9.  Jacksonville 

10.  Cincinnati 

11.  Sacramento 

12.  San  Diego 

13.  Seattle 

14.  Los  Angeles 

15.  Detroit 

16.  St.  Louis 

17.  Oklahoma  City 

18.  Butte 

19.  Richmond 

20.  Nashville 

21.  New  Haven 

22.  Green  Bay 

23.  Atlanta 

24.  Pittsburgh 

25.  New  Orleans 

26.  Houston 


27.  Youngstown 

28.  Springfield 

29.  Des  Moines 

30.  Birmingham 

31.  Dallas 

32.  Boston  (T) 

33.  Charlotte 

34.  Providence 

35.  Memphis 

36.  St.  Paul 

37.  Milwaukee 

38.  Denver 

39.  Boise 

40.  Peoria 

41.  Portland,  Ore. 

42.  Chicago 

43.  Louisville 


44.  Albany 

45.  Davenport 

46.  Rochester 

47.  Philadelphia 

48.  Minneapolis 

49.  New  York  (AA) 

50.  Columbus 

51.  Portland, Me. 

52.  Indianapolis 

53.  Omaha 

54.  Harrisburg 

55.  Baltimore 

56.  Cleveland 

57.  Grand  Rapids 

58.  Rockford 

59.  Toledo 

60.  Akron 

61.  Buffalo 

62.  Kansas  City 

63.  Allentown 

64.  Boston  (AA) 

65.  Newark  (AA) 

66.  Scranton 

67.  Syracuse 

68.  South  Bend 

69.  Fresno 


JANUARY 


1. 

R.  M.  Stamps 

Washington 

16. 

M.  C.  Devitt 

Des  Moines 

2. 

W.  J.  Modrack 

Detroit 

17. 

T.  C.  Wornel 

Cincinnati 

3. 

J.  J.  Fox 

St.  Louis 

18. 

P.  M.  Sea 

Chicago 

4. 

L.  H.  DeVoght 

Detroit 

19. 

M.  V.  Pierce 

Louisville 

5. 

B.  B.  Horwitz 

New  York  ( AA) 

20. 

S.  M.  Worden 

New  York  (AA) 

6. 

E.  Track 

New  York  ( AA) 

21. 

E.  C.  Eveland 

Spokane 

7. 

F.  C.  Diedrich 

Washington 

22. 

J.  H.  Young 

San  Francisco 

8. 

E.  C.  Eckstrom 

Sacramento 

23. 

D.  T.  Glackin 

Philadelphia 

9. 

WA.  F.  Beck 

Milwaukee 

24. 

D.  Chamberlin 

San  Francisco 

10. 

R.  S.  Albert 

Detroit 

25. 

J.  Cross 

Pittsburgh 

11. 

T.  H.  Spencer 

San  Francisco 

26. 

H.  Tennyson 

Kansas  City 

12. 

J.  B.  Foley 

Boston  (AA) 

27. 

L.  E.  Lehnherr 

Jacksonville 

13. 

C.  R.  Fleming 

San  Francisco 

28. 

C.  H.  Olmstead 

Los  Angeles 

14. 

W.  C.  Berg 

Pittsburgh 

29. 

E.  R.  McMahon 

Seattle 

15. 

W.  W.  Francis 

Washington 

30. 

H.  J.  Mitchell,  Jr. 

New  York  (T) 

a 


THOUSANDS  OF  HAMMER  BLOWS 
EVERY  HOUR. ..BUT  THEY'RE 


o 

o 


It's  Cushioned 
It’s  Quieter 


The 

Machine  of 
Champions 


Typewriter  Division 


UNDERWOOD  ELLIOTT  FISHER  COMPANY 

Typewriters,  Accounting  Machines.  Adding  Machines 
Carbon  Paper,  .Ribbons  and  other  Supplies 

342  Madison  Ave.,  New  York,  N.  Y. 


Sales  and  Service  Everywhere 


THE  I YPE  BAR  swings  through  its  arc  at  a  speed  that  actually 
blurs  its  outline  .  .  .  and  strikes.  Thousands  of  times  in  a 
single  hour  it  rains  lightning-like  hammer  blows  upon  the 
cylinder.  Yet  on  the  new  Underwood,  thanks  to  the  pioneer¬ 
ing  achievements  of  Underwood  engineers,  the  blow  is 
cushioned . . .  the  shock  of  impact  is  absorbed . . .  unnecessary 
operating  noise  eliminated.  •  Thus  the  new  Underwood 
gives  you  all  the  traditional  advantages  of  extreme  speed 
...  accuracy  ...  durability  ...  and  simplicity ...  plus  QUIETER 
operation.  See  the  new  Underwood  at  the  nearest  Branch 
or  just  telephone  for  a  demonstration  on  your  own  work 
and  in  your  own  office.  Every  Underwood  Typewriter  is 
backed  by  nation-wide,  company -owned  service  facilities. 


Underwood  Elliott  Fisher  Speeds  the  Worlds  Business 

UNDERWOOD  Standard  TYPEWRITER 


Hummer  away  at  your  prospects  and  customers  .  .  .  don't  cushion  YOUR 
blows  .  .  .  leave  cushioning  to  the  Underwood  Standard — F.  F.  WRIGHT. 
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